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— — — Styles that have stood the “time test’’ 


and outlived the “fad” stage. 


Dealers need have no hesitancy in stocking any style in Friedman-Shelby's 
long line of All-Leather shoes for every member of the family. 


Every style in these nationally famous lines has proved itself to have en- 


thusiastic public approval by creating steadily growing demand over a 
conclusive period of time - - far beyond that of a fad's short lived 


popularity. 
©@ post card will bring our salesman to your Atore. © 
i, 
FPRIEDAAN-SHELBY id. 
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VOICE of the TRADE 


NATIONAL WEATHER WEEK— 
November 6 to 13—proves what 
can be done in selling across the 
board an idea of “Prepare Now 
For Winter.” Some 607 stores, in- 
cluding shoe, department, hard- 
ware, clothing, drugs and even op- 
tical goods, participated. 





Along came a movie-—“The Hur: 
ricane” and the theme was tied in 
with “You may never see weather 
like this, but . . .” 

More and more the merchants of 
America are calling for promotion- 
al ideas that have within them use 
suggestions. 

* * * 

THE Hy-Test Division of the In- 
ternational Shoe Company of St. 
Louis, Mo., slogans: “Let’s Use 
Our Heads To Save Our Feet” in 
the promotion of a complete line 
of safety shoes for industrial use. 
They quote therein an actual shop 
letter from the Globe Steel Tubes 
Company of Milwaukee, Wis.: 

“TO ALL EMPLOYEES: Last 
week Joe Grabowski, who works in 
the Annealing Department, dropped 
a brick on his foot and broke one 
of his toes. He was not wearing 
Safety-Toe shoes at the time. When 


Miss Schlicher, First Aid Nurse, 
asked why he did not wear Safety- 
Toe shoes Joe said: ‘I can’t afford 
to buy them.’ 

“Now let us see if Joe couldn’t 
afford to buy them. According to 
the doctor’s report Joe will prob- 
ably be off for about four weeks. 
Inasmuch as compensation paid to 
an injured employee is 70 per cent 
of his weekly earnings, Joe will 
lose 30 per cent of his wages each 
week for four weeks. Joe’s weekly 
earnings are $22.40. Thirty per 
cent of this amount is $6,72 or the 
amount= he loses if wages each 
week. Four times this amount is 
$26.88, the total amount he stands 
to lose for not wearing Safety-Toe 
shoes. How many pairs of shoes 








could Joe buy for $26.00? How 
many Xmas gifts could Joe buy 
for his family for $26.00? 

“It is more evident from the 
above that Joe couldn’t afford to be 
working without Safety-Toe shoes 
and this is true of every man han- 
dling objects which may be dropped 
on his feet. 

“Buy A Pair or SAFETY-TOE SHOES 
AND PLay SAFE. 
SAFETY COMMITTEE” 
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§. A. GILBERT, Pacific Coast rep- 
resentative for the Natural Bridge 
and Billiken shoes for Craddock- 
Terry Company, says: 

“Business in the smaller towns on 
the Coast, particularly Southern 
California, is much better than it 
relatively is in the larger towns. 





The smaller communities have not 
felt the pinch. of strikes and talk 
of strike so much. Then there is 
plenty of money this year in the 
citrus, poultry and general farming 
industries. All back countries are 
in especially good condition, with 
business uniformly active. 

“There are two other important 
reasons why the. smart smaller 
towns are showing so much prog- 
ress—the shift in automobile traffic 
and the increased number of bright, 
modern stores carrying complete 
stocks of merchandise in the smaller 
cities. Ten to fifteen years ago 
when the country people shifted 
from the horse and buggy to the 
automobile, the big thing to do was 
to go to the city to buy everything. 
Now, the novelty of going to town 
has worn off. Alert local merchants 
and theatre owners in the smaller 
cities from Vancouver to Seattle 





have been copying what the towns 
of similar size in Southern Califor- 
nia have been doing in the way of 
modernized stores and complete 
stocks. 

“This trend toward trading in 
the smaller towns with their ample 
parking facilities is well worth 
watching, especially by those who 
believe that only the trade of the 
big town merchants is worth cul- 
tivating.” ° 





PARAGRAPH as submitted to the 
state desk of the Nashville (Tenn.) 
Banner: 

“Many horrible stories of the 
Civil War can be told by Uncle A. 
Well does he remember a pair of 
boots he owned during this war. 
They cost him $10 and he was very 
proud of them. The Gorillas took 
these boots away from him and 


threatened his life.” 
(From SHORT TAKES in 
Editor & Publisher) 








AN observer of the Bata system in 
Zlin, Czecho-Slovakia, says: 

“If the first characteristic of the 
personnel in Zlin is their rural 
origin, the second is their youth. 
The fact that by far the largest part 
of the staff is young and very young 
workers strikes the visitor very 
strongly on his rounds through the 
factory. The staff comprises four 
age groups—whose proportional 
importance is shown by the follow- 


ing table: 
Men workers under 21 years..... 45% 
Men workers over 21 years..... 16% 


Women workers under 21 years .. 
Women workers over 21 years .. 


“To these two characteristics of 








SPORTSMANSHIP 





—The sport-loving nature of the 
average American has, tq my 
mind, been one of the principal 
influences in moulding the Na- 
tional character of our people. 

—We are impulsive and, when need 
be, aggressive— 

—But we usually do recognize the 
rights and the merits of "the 
other fellow," and try to maintain 
an unprejudiced mind when called 
upon to render an informal or an 
official opinion. 

—The so-called "spirit of National- 
ism," so prevalent abroad, can be, 
to the world at large, an asset or 
a liability. 

—An asset—when it has as a defi- 
nite purpose the cultivation of in- 
ternational good will. 

—A liability— when its sole and 
selfish objective is the attainment 
of National advantage. 

—Let us hope that America will al- 
ways look upon the World's prob- 
lems with a true sportsman's eye. 


Fact & ra «eS 


President 





the personnel, their youth and their 
rural origin, may be added also the 
lack of industrial tradition and edu- 
cation, due to their environment. 
To form a homogeneous personnel, 
Bata needed authority and the 
awakening of ambition. Bata knew 
how to impose his discipline upon 
this completely raw, educable per- 
sonnel, which accepts without re- 
flection work-methods and ideas 
that people of another generation, 
environment, and education would 
have resisted.” 


* * * 


WHITE leather is being used for 
covering footballs that are used in 
games played on gridirons illumi- 
nated by floodlights. The white ball 
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shows up more plainly on a lighted 
field than does the familiar tan- 
colored ball. 

White helmets are also worn and, 
also, helmets of leather of other 
colors. Some helmets are perfo- 
rated, like shoes. But football shoes 
are not perforated, as yet. The 
shoes are always black, that in- 
cludes the high grade shoes of yel- 
low back kangaroo. 





New suits are made of gabardine, 
which is a material familiar in up- 
pers of women’s shoes. Some foot- 
ball pants have patches of leather 
on the knees. 

There’s a business in cleaners 
and dressings for football shoes, 
helmets, harness and other equip- 
ment for the popular gridiron game. 
It looks as if football is more of a 
leather-using game than any other 


athletic sport. 
* * w 


BUSINESS WEEK of Oct. 23, 
said: 

“In 1896, when the late Thomas 
and Antone Bata founded the T. 
and A Bata Shoe & Leather Co., 
destined to become Bata, Inc., the 
world’s largest manufacturer and 
retailer of shoes, Thomas, the 
younger brother, put a merchandis- 
ing idea into a slogan. The slogan, 
‘Our Customer, Our Master,’ was 
lived up to religiously. When in 
Prague, or in Zlin, or in any other 
city in what was then Bohemia, 
Austria, a Bata salesman sold a 
pair of shoes, he waited a week or 
two and then went in the evening 
to the home of the buyer to inquire 
whether the shoes were entirely 
satisfactory. Today, not only in 
Europe but in the operations of the 
Bata Shoe Co., Inc., Bata’s Ameri- 
can company, the slogan still goes. 
This week in the Negro district 
on Chicago’s South Side, Bata 
opened a new store, staffed by a 
Negro manager and four other 
colored salespeople, one a woman. 
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THE Federal Reserve Bank of 
Chicago, in its Reserve District Re- 
port says: 

“The production of packing- 
house commodities rose countersea- 
onally in September, but remained 
considerably below last year and 
the 1927-36 average, and the sales 
tonnage followed a similar trend. 
The manufacture of dairy products 
declined seasonally in the month 
and was under last September and 
the ten-year average, while sales 
totaled larger in these last two com- 
parisons. Stocks of meat products 
and of butter continued on Oct. 1 
to be less than the 1932-36 average, 
declining more than seasonally in 
September, but those of cheese were 
slightly above average. Although 
there was a further sharp decline 
in September, the movement of 
wheat for the 1937 season to date 
has been greatly in excess of other 
recent years; corn receipts rose 


over August, but reshipments con- 
tinued a downward trend; while 
the movement of oats was lighter 
than a month earlier but much 
above a year ago. Visible supplies 


of these grains on Oct. 1 were be- 
low the 1927-36 average for the 
date.” 


* * * 


CHARLES F. JOHNSON, arguing 
against shoe concessions to Czecho- 
slovakia on the proposed trade 
treaty, said: 

“We have no quarrel with the 
negotiation of trade agreements 
with respect to raw or natural ma- 
terials which are not available in 
the United States, nor do we object 
to negotiations with respect to 
products not manufactured in this 
country or where they are such as 
are not produced here in quantities 
sufficient for our requirements, or 
are such as are produced in foreign 
countries with labor costs compar- 
able to American labor costs. We 
are particularly anxious, however, 
that the commodities and products 
upon which concessions are made 
in the reciprocal trade agreements 
shall be selected with the greatest 
care, that no concessions shall be 
made upon any product or com- 
modity which will be detrimenta! 
to the welfare of large numbers of 
people of the United States, and 


1937 


especially that no concessions shall 
be made which will permit the im- 
portation of products manufactured 
in foreign countries at low labor 
costs and without regard to the 
working and living conditions of 
laboring people. 

“We are opposed to the inclusion 
of leather, canvas and rubber foot- 
wear in the list of manufactured 
goods upon which the granting of 
concessions is now being considered 
in the proposed reciprocal trade 
agreement with Czechoslovakia; 
first, because the negotiation of 
such an agreement means that in 
the case of footwear, the treaty 
would be made for the benefit of 
one manufacturer who enjoys a 
monopoly in that country and who 
also is rapidly becoming a world 
monopoly in the manufacture of 
shoes to the detriment of shoe 
manufacturers making comparable 
shoes in the United States; and, 
second, because of the effect such 
an agreement reducing or even bind- 
ing the present duty on footwear 
would have upon wages and work- 
ing conditions in the footwear in- 
dustry of our country. 

“We understand the object of the 








proposed reciprocal trade agree- 
ment with Czechoslovakia is to in- 
crease trade between our respec- 
tive countries. As leather, canvas 
and rubber footwear constitute the 
principal items of manufactured 
goods in Czechoslovakia, it is per- 
fectly obvious why they are included 
in the proposed list for that coun- 
try. In exchange for these shoes, 
as we understand it, we would ex- 
pect to export to Czechoslovakia 
such products as motor vehicles, 
refrigerators and ice-making appa- 
ratus, agricultural implements, 
radios, phonographs, automatic 
business machines, etc. 


“ACCORDING TO INFORMATION 
RECENTLY SECURED FROM THE 
UNITED STATES DEPARTMENT OF 
LABOR, THE TOTAL VALUE OF 
AMERICAN LABOR REPRESENTED 
IN THE MANUFACTURE OF THESE 
ITEMS IS LESS THAN THE VALUE 
OF LABOR REPRESENTED IN THE 
MANUFACTURE OF SHOES. THERE- 
FORE, IF WE EXCHANGED $1,000,- 
000 WORTH OF OUR MECHANICAL 
PRODUCTS FOR $1,000,000 WORTH 
OF CZECHOSLOVAKIAN SHOES, 
AMERICAN ae CH MANUFAC- 
TURERS WOULD LOSE THAT VOL- 
UME OF THEIR BUSINESS FOR THE 
ye Rr OF LETTING OTHER 

MERICAN MANUFACTURERS OF 
THE DIFFERENT ITEMS JUST 
MENTIONED INCREASE THEIR 


"I'm afraid McFitz took you too literally when you suggested a more 
aggressive selling policy!" 








Fine stockings necessary part of season’s fashion picture. 


New two and three-thread twists flattering and durable. 
Lighter and warmer colors brighten Winter clothes. 
Iridescents the latest novelty note. 
Jewelled stockings a luxury item. 


Black heels, mesh, lace, and clocks increasingly popular. 
Many interesting new types of handbags designed for dressy 


Winter season. 


Unusual shapes and handles are both practical and smart. 





Abe bag and stocking markets 
offer interesting possibilities for 


the holiday season 
by ELEANOR M. RUTLEDGE 


THE two months before Christmas offer un- 
usual opportunities for selling accessories. There 
is the Christmas and the non-Christmas trade. 
The first has been discussed in a previous arti- 
cle, but what about the second? 

Human nature and human budgets being as 
they are, many good shoppers will have left the 
buying of the “little” items in their wardrobes 
for the last. Hats, coats, dresses, shoes and 
necessary stockings were first on the average 
woman’s Fall shopping list. Now that these im- 
mediate needs have been provided for she can 
turn her attention to some of the details that 
also do their part in stamping her as a well- 
dressed woman. Outstanding among these are 
her finer and novelty stockings and handbags. 


Fine Stockings a Fashion Necessity 


There are several reasons why stockings are 
of unusual importance in this Winter’s fashion 
picture, aside from the fact that skirts are short 
enough to draw attention to the leg and ankle. 
The beauty of many of the season’s shoes also 
calls attention to the ankle, and, conversely, fine 
stockings set off the shoes to the best advantage. 

[TURN TO PAGE 38, PLEASE! 


The use of stitching and patent trimming on 
suede offers opportunity for a matching bag 
with the same treatment. Walk-Over. 
Another smart note—satin stripping on suede 
—which can be successfully adapted to trim- 
ming a handbag. Hanan. 

This perforated shoe with a bag to match is 
an interesting example of co-ordinated acces- 
sories. Cammeyer. 
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the FINISHING Touehes 
To WINTER WARDROBES 


Bags and Stockings Have Double Selling Appeal in the Pre-Christmas Season 
When Women Buy for Themselves and for Holiday Gifts—Unusual Bag Shapes, 


Designed for a Dressy Winter Season, Serve the Needs of Fashion and Utility 


Top left—Graceful lines 
emphasized by stitching 
treatment on _ calf or 


suede. Foldsmith 


Top right—Luxury detail 
in hand glove stitching on 
suede. Halberstadt. 





Center—Interesting treat- 

ment of handle which un- 

hooks to facilitate open- 

ing of bag in calf or suede. 
Markel. 





Lower left — Adaptation 
of a woodsman’s duffle 
bag to a ladv’s needs. In 
suede or calf. Paristyle. 





Lower right—The many- 

cornered bag — compact 

and roomy. In suede or 
calf. Chic Bag Co. 
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FIRST ROUND 
in the 
SPRING 
SHOE SHOWS 


Champion Material 


Many Intricate Patterns. 


Lots of Footwork Detailing—but 
simple not “fancy.” 

Style Winners in the Bout will be 
low cuts, but the high cut is not 
knocked out yet. 


The Featherweight Shoe is in the 
Ring. 


&PRING shoes are in the air—up on East 43rd Street 
and down on West 34th Street. Behind closed doors this 
week, the members of the Shoe Fashion Guild have 
been showing their Spring collections. Thirty exhibitors 
have filled two floors at the Biltmore with shoes of the 
finest design, workmanship, and leather. We went, we 
saw, we admired, but our lips are sealed. Not one 
buckle, button, or braid, may we mention to you until 
the bell is rung. 

So we take you now to the ringside at the Hotel 
Lincoln, the New Yorker, and the McAlpin. At these 
hotels and elsewhere in New York this week, shoe 
manufacturers not affiliated with the Guild are taking 
advantage of the occasion to show their Spring styles 
to the retail buyers who are in town. Plenty is going 
on in town and there is plenty that can be told. 


The Importance of Detailing 

Intricacy and delicacy of treatment is the outstand- 
ing characteristic everywhere. Variety of patterns, yes, 
and of materials and colors, but the chief interest lies 
in the detailing. 

How about patterns? What of the age-old conflict 
between the high road and the low road? What about 
the high-molded fronts and low-cut pumps? What 
about oxfords and ghillies, and various kinds of straps? 
Well, you will see them all and you will sell them all. 


High-Cuts Versus Low-Cuts 
The lower cut is the newer note and will sell in 
greater quantity proportionately as the price goes 
higher. Plenty of oxfords are to be seen, many of them 
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dressy in type. Sport ghillies are having a revival due 
to the return of the Theo tie and adapted high-laced 
classical types. These treatments, by the by, are just 
another way of dealing with the high-low problem. The 
shell of the shoe is cut low, but the laces carry the eye 
up the leg which is naturally more exposed owing to 
the shorter skirts. Straps are growing in favor, both 
T-straps and broad single straps. Pumps are increas- 
ingly popular and show a wide variety of treatments. 
Most high fronts have been so skeletonized that the 
effect is just as airy and light and sometimes seems 
actually lighter. 


Featherweight Shoes 

Airiness and lightness, those two ideas have been 
played upon in every possible way. Shanks have been 
ruthlessly cut away, vamps have been reduced to a 
few widely spaced bands—lattice work is a favorite 
method of treatment in day as well as evening shoes—- 
toes remain open, although more heels are closed for 
practical reasons. Even on pumps shanks have been 
cut out and vamps lightened. Perforations have been 
introduced in profusion. To use our prize fight par- 
lance, Spring shoes are punch drunk. 

Two important points. The soft toe shoe is bigger 
than ever. One Eastern manufacturer, who made no 
soft toes in the Fall, is starting out with 35 per cent 
of his entire line in this type. It seems that women are 
beginning to appreciate comfort and not just in “com- 
fort” shoes. They are also demanding lower heels again 
and the “flat” of 12/8 is an important item in a num- 

[TURN TO PAGE 65, PLEASE] 
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Inadequate Profits 


CARL F. DANNER, Chairman Tanners Council 


PUTTING his finger on the pulse of the shoe and 
leather industries in an effort to diagnose the nature 
and the causes of their recurring spells of “indigestion,” 
Carl F. Danner, chairman of the board of the Tanners 
Council of America, declared at the annual meeting of 
that body at the Palmer House, Chicago, on Thursday 
of last week failure to get an adequate replacement 
profit on leather and shoes when prices were advancing 
was the primary cause of the present condition of 
overloaded stocks and factory: inactivity. He pointed 
out that a seller’s market, unless profits are figured on 
replacement costs, can be more dangerous than a 
buyer’s market. 

“It is not enough,” declared Mr. Danner, “to blame 
inflation psychology, unsound governmental fiscal poli- 
cies, or the action of the stock market, for what has 
taken place. We, ourselves, added fuel to the fire in 
two inexcusable ways. In the rising market last Fall, 
the industry as a whole did not get an adequate re- 
placement profit. Orders were taken freely for long- 
term deliveries, and in our urge to cover these orders 
with raw materials, we competed more vigorously than 
we did in selling leather. 

“It is certain that if every unit in the industry had 
insisted upon replacement cost, plus a profit equiva- 
lent to an adequate rate of return on the capital in- 


Are Blamed 
For LEATHER 
INDUSTRY’S 
ILLS 


A Sellers Market Can Be Far More 
Dangerous Than a Buyers Market, 
Carl Danner Tells Leather Men in 
Annual Meeting at Chicago, Main- 
taining That Speculative Buying 
Would Have Been Curtailed All 
Along the Line if Shoe Prices Were 
Advanced to Keep Pace with Costs 


vested (including plant investments), fewer forward 
orders would have been hooked and raw stock prices 
would have been steadier. 

“Shoe buyers were only interested in long-term cover- 
age at steady prices or at very small advances; and 
leather buyers were only interested in guaranteeing 
themselves a small profit on the orders they were tak- 
ing. If shoe prices had advanced in line with costs, 
speculative buying would have been curtailed all along 
the line. 

“Through the years the industry has built up an envi- 
able record of fair dealing, not only with its suppliers 
but with its customers. Most of them have come to 
depend upon us as much as we depend upon them. 
They are glad to see us do well. 

“Our responsible customers would be willing to pay 
us prices which would insure an adequate replacement 
profit, if we would let them. To a considerable extent, 
the truth of the matter is that we, as an industry, won’t 
let them. They are forced by the very competitive 
nature of their business to buy as cheaply as possible. 
Generally, they are scrupulously honest; but some, by 
the pressure of circumstances, are sometimes forced to 
make inferences which mislead us. 

“We would not be misled if we had more confidence 

[TURN TO PAGE 48, PLEASE | 
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SHOE 
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STORES Showed 


Big Stores in the Smaller Cities Made the Best 
Record, According to Dun & Kradstreet Retail 
Sarvey, Which Reveals Many Interesting Facts 
















































































About Operating Costs and Expenditures for Year 
Table |[—Summary of Tie Experience for 1936 
FOR COMPARISON WITH OTHER TRADES AMD WITH 1995 OPERATIONS 
All Concerns Profitable 
T (a) Number of Concerns Reporting. occcnccccccnonn- iT 
(b) Aggregate Net $17,169,200 $11,960,500 $¢ 8,870,100 
(c) Typical Net Sales. $19,300 $19,300 $21,000 
PROFIT AND LOSS STATEMENT (in percentages of Net Sales): 
2 Cost of Goods Sold 67.8% 74% 8.6%] 
3 Overhead Expense’ Total 29.0% 28.7% 26.7 % 
(a) Salaries of Owners. and Officers. ccscceeneermnenneeese 10.0% 10.7% 10.8% 
(b) Salaries and Wages of Eimploy©es..icencrncenennen 720% 68% 6.06% 
(ce) Rent 62% 4.5% 44% 
(@) 1.9% 1.6% 006 % 
(e) Light and Hest. 1.1% 1.1% 1.0% 
(f) Taxes 0.7% 0.6% 006% 
(g) Bad Debts. xXx 0.3% 0.3% 
Ch) All Other Experts. ec encennnsennenreencrnnenne 3.0% 51% 3.0% 
4 Profit (or Loss) 3.3% 507% 6.8% 
MERCHANDISE RATIOS: 
5 Gross Margin (Percent of Net Sales) ncccccnno-o-e 32.0% “33.4% 35.6% 
Usual Range f{ (a) Upper Limit........... 36.8% 36.8% 36.0% 
of Experience | (b) Lower Limit... cco 28.7% 27.8% 20.1% 
6 Realized Mark-up (Percent of Cost) 48.9% 48.0% 60.4% 
7 Inwentory Turnover (Times per Year) ccceccsesnceons 1.8 1.9 1.9 
Usual Range f (a) Upper Limit. nce 2.6 8.6 2.6 
of Experience | (b) Lower Limite nese... 14 let lA 
8 Ratio—Net Sales to Closing Inventory.................. 2.7 2.8 2.9 
OTHER INFORMATION: 
9 Typical Percent Change 
(a) in Sales from previous year (+ or —)............. + 3.7% + 9.8% 410.1% 
{b) in Inwentory during the year (+ of —).......... + 6.0% + 6.8% + 78% 
10 Credit Policies. 
(a) Number of “Cash” Concerns (over 90% Cash). 289 sez 189 
(b> Number of Concems Selling on Open Credit...... 151 98 81 
(c) ‘Their Typical Proportion of Credit Sales...... 2% 29% 20% 
* MOTE: Details of these 1995 operating figures will be found im Tables I! ond 11! of best year’s Retell Servey. 











Tables I and II copyright, 1987, by Dun & Bradstreet, Inc. 


ASTUDY of the analysis of the 1936 operations of 440 
shoe stores, compiled from the Retail Survey recently 
published by Dun & Bradstreet, Inc., tends to strengthen 
the generally accepted opinion that 1936 was a more 
profitable year for shoe merchants than 1935. It must 
be understood, however, that since the same concerns 
do not report each year in the Dun and Bradstreet sur- 
vey, the sample does not provide the basis for a direct 
comparison. Profit for the reporting group of stores 
amounted to 3.7 per cent of net sales, as compared with 
3.3 per cent for a similar group of 487 stores reporting 
for 1935. Sales increased 9.8 per cent while overhead 
expense decreased .8 per cent. 

Of the factors included in this expense figure (29.5 
per cent for 1935 and 28.7 per cent for 1936), the most 
striking difference occurred in the matter of rents which 
were .7 per cent less than for the previous year. Total 
payroll constituted 17.5 per cent of net sales for 1936 


as against 17.0 per cent for 1935. Salaries of owners 
and officers rose .7 per cent, while wages of employees 
were .2 per cent less than for 1935. This does not 
necessarily mean that wages are lower—the increase in 
net sales probably accounts for the slightly lower per- 
centage figure. But wages are not, in general, higher 
than they were for the previous year. The rise in 
salaries of officers and owners from 10.0 to 10.7 per 
cent indicates that the officers are sharing in the in- 
creased prosperity of the firms in this way as well as 
by any increase in profits shown. Advertising expense 
was .3 per cent lower than for 1935—the slight differ- 
ence not indicating that less advertising on the whole 
was done, but that less was done in proportion to sales 
for that year. 

The increase in sales and the increase in cost of goods 
sold (from 67.2 per cent to 67.6 per cent) resulted, as 
was to be expected, in slightly smaller. gross margin 
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figure. However, the smaller expenses for 1936 coun- 

teracted these and the net profit figure was 3.7 per cent, 
A per cent higher than that for 1935. This was accom- 
plished in spite of a decreased mark-up, for that of 
1935 was .9 per cent higher than that for 1936. Turn- 
over of inventory increased from 1.8 to 1.9 times a 
year, an encouraging fact, although the figure is still 
a low one. 

These figures represent the average store, having 
been compiled from reports of both profitable and non- 
profitable stores. A glance at the 1936 figures for 
profitable concerns reveals some interesting conditions. 
First, and of greatest concern to any business man, the 
profit figure in this group was 6.8 per cent or almost 
double that of the average store. The causes are not 
difficult to find: typical net sales were $1,700 greater 
than those reported by the average store; this repre- 
sents an increase of 10.1 per cent over those for profit- 
able concerns, 1935. Inventories were 7.8 per cent 
greater than for the previous year, as opposed to a 5.8 
per cent increase for average stores. This resulted in a 
smaller cost of goods sold, which, in turn, was reflected 
in a larger gross margin than that for all stores. Ex- 
penses were smaller for profitable concerns than for all 
stores. The greatest difference occurred in advertising 
which would lead one to believe that, proportionately, 
profitable concerns advertise less than the average store. 
The larger mark-up (50.4 per cent of cost) of profitable 
stores may be an explanation of their successful oper- 





Page 25 


Slight PROFIT Inerease In 1936 


by ANNE R. DAVID 


ation. This did not affect turnover adversely, for the 
turnover figure for profitable stores is the same as for 
all stores, 1.9 times. 

Included in the retail survey is a table which breaks 
down the firms reporting into size of store and size of 
town classifications. It is interesting to note from this 
table that large stores (sales $50,000 to $100,000) 
situated in small towns (under 20,000 population) were 
the most profitable, with a net profit of 5.9 per cent 
of net sales. This may be attributed to their expense 
figure (22.1 per cent nct sales) which was the lowest 
average of all those reported. Breaking the total figure 
down still further, we find that salaries of officers and 
owners were only 6.3 per cent which compares favor- 
ably with the high figure for other stores in other loca- 
tions (see Table 11, 3a). Wages of employees, on the 
other hand, were rather high, being 7.1 per cent, but 
the total payroll figure of 13.4 per cent is still lower 
than that for any of the other classifications. Rent, 
advertising, and light and heat expense were very low, 
but bad debts were rather high. A significant point 
relating to operations of this type of store is that a 
small mark-up, 38.9 per cent, appears to have a bene- 
ficial effect on turnover (2.6 times during the year) 
which is one of the highest in all of the classifications. 

The least profitable of this group were the large 

[TURN TO PAGE 44, PLEASE] 








Table 11 —All Concerns—Typical Operating Ratios by Size of Concern and Size of Town—1936 
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(1936 Sales in Thousands of Dollars) 


to to to 100 








Under 
20 


20 to 
100 


SIZE OF TOWN 
(1930 Census in Thousands) 


all 






100 Over 








(a) Number of Concerns Reporting 96 7 23 
(b) Profitable Concerns, % of Total No. 66 4 61 








PROFIT AND LOSS STATEMENT (in Percentages of Net Seles): 








Cost of Goods Sold 67.9 66.5 








Total 


3 Overhead Expense 29.6 
(a) Salaries of Owners and Officers... 











1402 | 11.2 | 11.2 12 9.3 
(b) Salanes and Wages of Employees $2 565 5.9 5.9 6o1 
(e) Rent 4.8 4.2 5.8 5.3 3.6 
(d) Advertising 1.0 14 1.0 1.6 1.9 
Ce) Light amd Heatcccecsccsnee ovcseme 1.6 1.0 1.1 lel 09 
09 VR ictictnciinentseicrecancee 0.9 0.7 0.6 0.6 0.5 
Bad Debts. 0.5 0.4 0.2 Ool 04 

th) All Other Expense... 





9.5 9.3 8.5 8.7 8.7 6.3 74 8.1 
6.6 8.6 8.1 6.9 6.0 Tol 10.3 7.5 
48 7.9 3.8 4.4 6.5 3.1 41 4.9 
1.6 1.2 2.1 2.1 1.7 1.1 3.1 2.1 
1.2 1.1 0.9 1.0 1.6 08 0.9 1.4 
0.8 O07 06 0.7 0.7 0.6 0.6 0.4 
0.3 0.3 0.5 0.2 0.5 0.6 0.38 0.3 








Profit (or Loss) ée1 













































































MERCHANDISE RATIOS: 
5 Gross Margin (Percent of Net Sales)! 32,1 | $2.0 | 38.7 | 35:5 | S163 | Sle? | 3606] 30.6 | 31.4] 3603| 2600 | 88.2] S161 
6 Realized Mark-up (Percent ot Cost) | 47.8 | 4761 | 6009 | 50.0 | 4506 | 4606 | 67.8] 45-9 | 4508 | 5701 | 38e9 | 49.5 | 46.2 
buuaceaoe| isl sei se | se | as] ac| st] so! se| 30] s0| st] os 
OTHER INFORMATION 
19 Typcal % Chango in Seles 1935-36 | + 6.0 | +1101 | +002 | 18-2 | + 0.5 | +1604 | 10.0 | #101 | +112| +182 | + 7.6 | +18.0 | +21.2 | 
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NEW STORE COMMEMORATES SHOE 


THIRTY years ago Ben Becker opened the first Ben 
Becker Shoe Store in Terre Haute, Ind. Two months 


ago, in spite of the recent depression and the strength 
of chain store competition, he opened the sixth unit of 
his group of stores in Evansville, Ind. Thoughtful 
management and careful consideration of the factors 
important to the success or failure of any store have 
made possible this expansion. 

Selection of location is one of the factors which has 


been studied carefully by the Ben Becker outfit. A 


glance at the reasons for choosing Evansville for the 
site of the new store verifies this statement. First among 
these was the fact that Evansville is a growing, progres- 
sive city and one in which there would be a definite 
need for a store of the Ben Becker type. In addition, 
the Ben Becker stores feature quality merchandise and 
nationally advertised footwear, Winthrop shoes for men, 
and such lines as I. Miller, Queen Quality, Air Step, 
Brooklyn Maid, Collegiate and Foot Savers on the 
women’s side. Evansville, upon close scrutiny, was 
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Left—Crowds thronging the store on the occasion of the 
Cooking School provided a unique publicity opportunity 
for the new establishment. 


found to be lacking in retail outlets for several of the 
quality brands which were flourishing in other loca- 
tions. Thus it was decided that Evansville possessed the 
qualifications for an ideal location. 

The next important step was to arouse customer in- 
terest in the new store. All forms of publicity—news- 
paper advertising, radio, and direct mail—were used 
to focus attention on the store before its opening. At 
the official opening, gifts were presented to all who 
came to the store, and other souvenirs accompanies 
each purchase. A short time later, one of the local 
newspapers ran a cooking school. Ben Becker made 
use of the opportunity for a tie-in with the store’s pub- 
licity. This proved itself a wise move, for the crowds 
thronged the store itself and the entrance, with more 
than 5000 people visiting it in four days. 

NEWSPAPER advertising is used extensively to keep 
the store’s merchandise and the store name before the 
public eye. To quote Herman D. Becker, buyer and 


general manager of the firm, “. . . we use all forms of 


View of the spacious and attractive interior showing 
the arrangement of the accessory department, an im- 
portant feature of the new store. 


or in the smaller items such as hosiery, house slippers, 
etc.—receives its quota of ads, in an effort to round 
out the advertising and to provide a direct appeal to 

all classes of consumers. 
Radio and direct mail are not neglected as advertis- 
ing media. Radio is used regularly in order to follow 
[TURN TO PAGE 52, PLEASE] 


FIRM’S 30 YEARS OF PROGRESS 


advertising very extensively. Our advertising ‘appro- 
priations always receive major consideration in our 
budget. In quality shoes, advertising must build pres- 
tige, leadership for style, value, and stress the impor- 
tance of fit and comfort, particularly in a new store.” 
A balanced campaign is a feature of the new store. 
Newspaper advertising is divided into six distinct 
types and each type—special brand advertising, style 
trend news, price appeals, institutional ads to build 
prestige, week-end ads featuring special values in shoes 


The Ben Becker Stores are Examples of the 
Results of Forethought and Careful Manage- 
ment—Nationally Advertised Shoes a Contrib- 
uting Factor in Midwestern Firm’s Progress. 


Left—The women’s window in the Ben Becker Evans- 

ville store (opposite page) shows the methods used to 

promote accessory sales with shoes. Below—The men’s 

window emphasizes the nationally known brands car- 

ried by the store and ties them in with the current 
sporting season. 











Avenue. 


“Drama Afoot” was the showcard caption for this beau- 
tiful display of evening footwear by Lord & Taylor, Fifth 
Sequin covered evening shoes were specially 


featured, and the model displayed a pair of them in her 
hands, thus calling attention to the shoes in a most 


“dramatic” way. 


EVERY month in the year presents 
its selling opportunities for formal 
evening footwear, but in most sec- 
tions of the country November, 
marking as it does the opening of 
the social season for Autumn and 
Winter, presents a very special pro- 
motional opportunity for this class 
of shoes. Retailers in the larger 
cities are alert to this opportunity, 
and they devote special advertising 
and window displays to this most 
beautiful and appealing class of 
merchandise around the beginning 
of November. 

The same opportunity presents 
itself in the smaller communities, 
for every town, big or little, has 
its Winter gaieties, starting around 
Thanksgiving or a little before. 
Evening affairs call for formality 
in footwear, and while the ten- 
dency is for customers to wait for 
some immediate occasion before 
buying slippers for dancing and 
party dress, nevertheless sales can 
be stimulated by showing glamor- 
ous types of formal footwear in at- 
tractive windows that will suggest 
to customers the incoming needs 
and the desirability of purchasing 
while stocks are at their best. 
Every town has its calendar of 


important social activities around 
which such promotions can be 
planned and grouped. New York 
may have its Horse Show early in 
November and its opening of the 
opera season later on, but what 
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NOVEMBER OPENS 


SEASON FOR 
FORMAL FOOTWEAR 


Gay Festivities of the Winter Months 
Present an Opportunity for Shoe Mer- 
chants to Stimulate Sales of Evening 
Slippers by Dramatic and Colorful Mer- 
chandise Promotion, and Thereby to Win 
Increased Returns in Profit and Prestige. 


community, big or small, doesn’t 
have an automobile show, an im- 
portant football game with gay 
parties to follow, or some social 
event of the first magnitude at about 

[TURN TO PAGE 46, PLEASE | 


“Handsome slippers to sheathe your foot on important evenings.” This gay 
group by B. Altman Co., New York, showed shoes under glass with orchids and 


colorful evening accessories. 
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At a glance, this popular color promotes the purchase. It is 
a rich, dark tone to complete a man’s shoe wardrobe. Included in 
the accurate blending of color is all the fine character of Ohio’s 
Tannage —a smooth durable finish for appearance; a mellow 
texture for comfort. Write for samples of 
¢ ¢ 
Casattones oe 


A COMPLETE SERVICE IN FINE CALF LEATHERS BY, @ Hl a 


THE OHIO LEATHER COMPANY > GIRARD, OHIO 
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The Editors Outlook 


No Doleful Dribble Into Despair 


THE American people are more interested in pros- 
perity than any other single thing, and they still believe 
that the movement is upward and forward. Certainly 
the farmer and the employed are not panicky at the 
moment. 

No one has been able to give an explanation to the 
abrupt wiping out of four years of progress in the 
stock market by a two months’ period of precipitous 
decline. Maybe the only explanation is that the security 
markets suffered a paralytic stroke. That malady can 
never be timed or explained. It strikes and part of 
the body refuses to function. At the moment, it is only 
the pocketbook of a comparatively limited number of 
investors. When owners of security see the prices of 
their securities decline, they feel poorer—although divi- 
dends and real values may not have been diminished 
a single dollar. When the stock is owned outright and 
its yield continues, nothing has been lost. The stock 
market plunge may affect capital flow, expansion and 
development, but it is fear and the results of fear that 
have touched retail trade. If this is a repression, it 
will not have the same devastating effect of a depres- 
sion for the psychological mood of the people is much 
different. Things may not bounce back immediately 
but at least there will be no doleful dribble into despair. 

Last week the Auto Show was a definite testing of 
the market for cars, following the price advances and 
curtailment of spending power. The public was more 
than interested. It was in the market for new cars, 
come what may. 

Don’t let the slump in the market frighten you, for 
remember the stability of public demand for footwear, 
as experienced by you during the depths of the de- 
pression. People buy shoes because they are a neces- 
sity of the season and the fashion expression of a 
living people. The majority of the people in America 
are eating three meals a day and working for wages. 

Shoes are tied up with the normal functioning of 
that great stabilizing market. It is true that the re- 
duction of $2,500,000,000 in relief work projects will 
reduce the number of pairs of cheaper shoes, for when 
unemployment increases, shoes must last on the feet 
a little longer. 

It is the great middle class of America that is carry- 
ing the load today, paying the most in taxes and mort- 
gage interests, insurance premiums, etc. Would that 
somebody would say a good word in high place for 
this great sustaining stratum of American life, for we 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


hear so much about the bottom third and the top 
infinitesimal fraction of a per cent of the inherently 
wealthy, that we would like to see a sense of propor- 
tion convey an appreciation of America as a whole 
and not as a social segment. 

It is going to take all you've got financially and 
mentally in the battle of business from now on—be 
it a repression or not. 

It’s coming out of a depression that tests the ability 
of individual businesses because brains are so much 
better today that an acceleration of speed after a slow 
business walk (covering a period of seven years) is 
going to demonstrate whether you can give it after 
having taken it. And remember this, you’ve got to give 
the public more and better, for it knows what it wants 
and will take nothing else. 

The answer to the future is in knowing the public 
and its wants—not by the season, but by the measure- 
ment of a week or a month or at the point of sale. 

Traditionally, we have been operating the processes 
of manufacture on the season basis. Merchants have 
been buying on the season basis, while, all along, the 
evidence has been right in front of our eyes that the 
public, individually, buys shoes per day and the 
smart merchant has been timing his promotions by 
the week. Every month is a new adventure in mer- 
chandising—not every season. 

I have been putting in hours on end in shoe stores, 
hoping to sense significant changes, if any, in the 
behavior of the public at the fitting stool. I visited 
Harlem the other night to test, if I could, the buying 
behavior of that great negro district—for remember, 
the negro is the “first fired and the last hired” and 
spends everything in his pocket immediately. He is 
pure buying power without reservation. He “ain’t 
buying” as he did. 

I visited some of the stores in the top brackets on 
Fifth Avenue. That stratum of society is “not buying” 
as it did. 

But in the shoe stores that cater to men and women 
who carry the middle burden of American life on 
the hard work, high hopes and daily happinesses, 
business is still good. It would have been better if 
materials had been diversified. 
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GOODYEAR 








GOODYEAR 


WINGFOOT 


@ Even the finest shoe, 
equipped with either of 
these Goodyear Heels, is 
dressed for selling. 


Notice that there are no 
visible nail holes in the 
Goodyear “Custom” 
Heel or the Goodyear 
Wingfoot Heel. 


This gives them a trim, 
part-of-the-shoe appearance 
which customers are quick 
to see. 


Wy 


TT 
P 


MORE PEOPLE WALK ON GOODYEAR 


HEEL 


They’re quick, too, to see 
the name Goodyear, and 
they take that great name 
for just what it’s worth— 
added assurance of satis- 
faction. 


So it’s easy to understand 
why shoe manufacturers 
gladly pay more to give 
their shoes the plus sales 
appeal of these tough, 
handsome, slow-wearing 
heels. 
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HOW A SOUTHERN CALIFORNIA 





An unusual photograph that was a 
prize winner in a recent amateur contest. 


Ski shoes in action. 


A SOUTHERN CALIFORNIA shoe store doing one 
of the best jobs in the country selling ski shoes, skis 
and Winter sports equipment! 

“Van Degrift’s Ski Hut” in Los Angeles has a real 
story behind it. Owned and operated by T. R. Van 
Degrift in conjunction with his shoe store, the “Hut” 
has become one of the best known spots among that 
virile outdoor group of men and women known as 
Winter sport enthusiasts. As this business has grown, 
his regular shoe business has likewise grown by the 
added traffic and good friends made by the sport de- 
partment. 

There are three contributing factors to this story of 
how a shoe store proprietor turned a hobby into a 
sound paying adjunct to his shoe store. 

1. Complete shoe factory in-stock services on his 
dress shoes means that retail shoe store stock rooms are 
no longer a necessity. So we find a centrally-located, 
well established shoe store with an unused basement 
stock room. 

Factor 2. Van Degrift has been interested in out- 
door sports, particularly Winter sports for a long 
while. 

Number 3 is climate. No self-respecting Los Angeles 
story teller can possibly leave out the climate angle. 
S’help me, within 50 miles of Los Angeles, there is 
skiing to be found any day in the year. January, 
February and March are considered “the season,” how- 
ever. An average of 40,000 people visit the mountain 
area in Los Angeles County every week in the year. 
All Southern California is growing snow-minded. Each 
year sees the mountain camps and resorts making 
greater preparations. 

While the Tournament of Roses is taking place in 
Pasadena, Jam. 1, the opening of the Snow Festival is 
happening at Big Pines. Experts consider this to be 
one of the best ski runs to be found anywhere on ac- 


SHOE. STORE 
SELLS SKIS 
PROFITABLY 


S pecial Departments Bring in Busi- 

ness, Not Only for Sport Shoes but 

for Dress Types Too. Success De- 
mands Knowledge of Sport 


count of the long slopes and the certainty of good snow. 

So much for the background. Now to visit with Van 
Degrift in the reconstructed basement erstwhile stock- 
room which is now toned up and called the “Ski Hut.” 
This shoe store eased into the Winter sport business. 
The Sierra Club, a group of mountaineering people, 
climbing in the Summer and skiing in the Winter, were 
brought face to face with the difficulty of obtaining the 
right shoes. Mr. Van Degrift is a member of this club. 
So, starting with a small stock of ski shoes, it was only 
natural to branch out with skis, snow shoes, bob sleds 
and the dozens of other Winter sport necessities, includ- 
ing proper clothing. 


PEOPLE interested in skiing came in to talk over their 
shoe and equipment troubles with Mr. Van Degrift, as 
he knew every angle of this sport. Soon the word was 
passed among interested people that here was a shoe 
store which had a complete assortment of all the prac- 

[TURN TO PAGE 52, PLEASE] 





EVERYTHING FOR THE SKIER AT 


AN DEGRIFT’ S 


SKI HUT 


607 W. Seventh St., Los Angeles 
Entrance through Shoe Store 
Our stock of Skis, Ski Clothing, Ski Shoes, Ski Books, Sleeping Bags, 
Knapsacks and all kinds of Ski Accessories 
ALREADY RECEIVED 
Buy Early While Selections Are Best 
SKIS, SKI SHOES and BOOKS for rent 
THIS BUSINESS OWNED BY SKIERS 











Advertisement used by Van Degrifts to feature special ski 
shoe section. 
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UAC 


SOFT BOX TOE 
AND COUNTER 
MATERIAL 


For Shoes in which special 


flexibility of Toe and Counter 


is desired 


This material gives extra pliability to 


the heel and toe portions of shoes. 


The use of this material in children’s 
shoes is the logical means of secur- 
ing desired strength with more than 
ordinary flexibility at toe and heel. 
Shoes made this way will appeal to 


parents for young and active feet. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








“UNITED LAST COMPANY 


— 
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Open and closed toe sandals will be much in vogue 


for the Spring of 1938 


Our designers, in recognition of this fact, have created a smart and timely 


new version — the ‘’Rita’’ model. Fifth Avenue already has shoes made on 


this authentic favorite. It is available for all heel heights from 12/8 to 21/8 
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Now . More Than Ever...The American 


Stands Alone in Its Power to Help You Sell Goods 


Fe: the first time in its forty-one years of publica- 
tion The American Weekly will be distributed on 
a large scale with Sunday newspapers other than those 


owned by Mr. W. R. Hearst. 

Effective January 2, 1938, the magazine, which al- 
ready reaches 6,000,000 homes, giving it by far the 
largest circulation in the world, will add another 
million by including as its distributing publications 
the following Sunday newspapers: 


Minneapolis Journal 
Nashville Tennessean 
Wichita Beacon 


Buffalo Courier-Express 
Cleveland Plain Dealer 
Houston (Tex.) Post 


With this new step forward, The American Weekly 


enhances its reputation as the greatest advertising 
force in the wit to help retailers move merchandise. 

Reaching 7,000,000 families every week, it will pro- 
vide by far the greatest coverage of any publication 
in the world. 

What does this tremendous circulation, concentrated 
in the country’s richest buying areas, mean to YOU? 

Just this: Manufacturers who advertise in The 
American Weekly give you the support of the most 
powerful single advertising force in the world—an 
advertising force that assures faster turnover and greater 
profits. Today, more than ever, it is sound business 
to stock and feature products advertised in The 


American Weekly. 


THEAMERICAN 


Greatest 
Circulation 
in the World 


TEBKLY 


“The National Magazine with Local Influence’’ 


Main Office: 959 Eighth 


Avenue. New York City 








Headlines of news 
Stories that recently 
appeared in leading 
news papers through- 
out the country. 
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NEW ENGLAND PROTESTS TRADE 





Wasuincton, D. C.—Attacks on Bata shoe imports 
as the primary source of Czechoslovakian competition 
continued at the reciprocal trade hearings on October 
27 with James H. Stone, secretary of the New England 
Shoe & Leather Association, asking Bata representa- 
tives to turn over to the Committee for Reciprocity 
Information records of sales booked for 1938 Spring 
and Summer shoes “so the Committee can understand 
the basis for our fears.” 

Stone made the request after Henry Grady, commit- 
tee chairman, had frequently told shoe spokesmen 
throughout the sessions that their apprehension was 
apparently based on fears of what might happen in 
the future rather than upon any concrete facts. 

The New England shoe trade representative ex- 
plained that his group had “waited too long” in at- 
tempting to check the flood of McKay shoe imports on 
which the duty was ultimately increased from 20 to 30 
per cent in 1931 following a tariff commission study 
of foreign and domestic costs. On the basis of the 
increased imports in McKay shoes prior to that time, 
the shoe industry is amply justified in protesting 
’ against the Administration’s move to grant tariff con- 
cessions on shoes in the pending reciprocal trade 
agreement with Czechoslovakia, Stone said. 

Charging that the Bata Company had refused to 
turn over its financial statement, but at the same time 
had used net sales and profit figures of other large 
shoe manufacturers in its argument before the Com- 
mittee, Stone revealed that a mail order concern 
is Bata’s biggest customer in this country and that “if 
the truth were known, the price at which the shoes 
are sold to the mail order house would constitute 


dumping under the Tariff Act of 1930.” 


CONCESSIONS 


ON SHOES 


J ames H. Stone Leads Delegation Appearing at State 

Department Hearing on Proposed Pact with Czecho- 

slovakia— Mayor of Haverhill and Labor Union 

Officers Also Voice Protests, on Behalf of Workers, 
Against Lowering Tariff Bars 


JAMES H. STONE, 
Secretary, New England Shoe and Leather Association 


Stone attributed the closing down of one New Eng- 
land shoe concern in the past two weeks to the loss of . 
business of a mail order firm which, he said, had 
always had a standing order with the company for 
years, prior to the advent of Bata competition. 

“Whatever you do, gentlemen,” Stone declared, 
“don’t sell us down the river for a couple million dol- 
lars’ worth of export trade.” 

In its brief filed with the Committee, protesting the 
inclusion of shoes under any trade agreement, the New 
England Shoe & Leather Association based its argu- 
ment on the following: 

(1) The New England shoe industry is more seri- 
ously affected by the recent imports of cemented shoes 
than any other section of the country; (2) any conces- 
sion on shoes would be contrary to the purpose of the 
trade agreement act because a 100 per cent increase 
in cemented shoe imports indicates that the present 
rates are not burdensome nor restrictive; (3) tariff 
concessions on shoes made before the current tariff 
investigation on the subject is completed would be 
contrary to Senatorial wishes; (4) present Czecho- 
slovakian imports of cemented shoes constitute 7 per 
cent of New England production for the period from 
January to July, 1937; (5) recent imports of cemented 
shoes have replaced imports of McKay shoes; (6) 
Bata, who would be the sole beneficiary of any trade 
concessions would be responsible for a loss of $1,120,- 
000 to the American shoe industry by every million 
pairs of shoes imported; (8) New England shoe manu- 
facturing costs average more than 25 per cent above 
Bata selling prices, including 20 per cent duty, to 
U. S. retail outlets; and (9) concessions on McKay 

[TURN TO PAGE 42, PLEASE] 
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FLAH & Co., Syracuse, N.Y. 
A recent Grand Rapids Installation 


a Sure Thing 


Placing wagers on cards, horse-races, or athletic contests carries with it a 
considerable element of chance. 

But the merchant who stakes the cost of bringing his store up-to-date by a 
carefully planned and executed modernization program against the results 
which invariably follow, is practically betting on a sure thing. 


Merchandise may be attractive, colorful and fairly priced. But, if it is dis- 
played in a drab, old-fashioned and uninteresting setting, it loses much of 
its sales appeal and shoppers will not hesitate to do their buying elsewhere. 


Modernization pays dividends — liberal ones. It increases store traffic, sales 
volume and net profits. This has been proven in hundreds of stores which 
this thirty-five-year-old organization has served. Many of our customers tell 
us that they paid for the cost of their store improvements out of increased 
profits in less than two years. Others report sales increases of 30 — 40 — 
50% and even morel 

Surely, in the face of such evidence, an investment in store modernization 
cannot be classed as a gamble. It is the nearest to a “sure thing” that we 
know of. It is a gilt-edged investment, an insurance of earnings. 


Without obligating you, let us tell you something of our store planning 
service and equipment. The coupon is for your convenience. Mail it today. 





GRAND RAPIDS STORE [matirurs coupon 


TODAY 





* * ' 
EQUIPMENT COMPANY 7 ound — ee Co. 
Please send us further information on your Store 


Main Offices and Factories: Planning Service and Equipment. 
Grand Rapids. Michigan 


a Ces 





Branch Offices and Representatives in Principal Cities | City. ._—_ State. 


ET aR 
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Putting the Finishing Touches 


To Winter Wardrobes 


[CONTINUED FROM PAGE 21] 





Trans 
boxes can be obtained for window 


candle box for “Candlelight,” the new iridescent stocking 
from Propper McCallum. An unusually attractive gift suggestion. Larger 


displays. “Day and Night’ views of 


the New York skyline adorn Gotham’s new box for displaying and selling 
their iridescent stockings with day and night colors. Lavender cellophane 
inside the box is to lay over the stocking to show its color by electric 
light. Without the lavender overlay the stocking shows its daytime color. 


As we have so often said before, 
this is a year for beautiful materials 
and colors, and fine workmanship, 
and this season’s stockings have 
their part in this luxury picture. Never 
has there been a more interesting sea- 
son, whether we are talking of classic 
types or novelties. Year by year, im- 
provements in construction are putting 
finer, sheerer, and, at the same time, 
more durable stockings on the market. 
A three-thread crépe stocking today is 
as snag-resistant as a four-thread yes- 
terday, and a two-thread is as strong 
as a three-thread. Many more women 
are now buying these sheer stockings 
because they find they are flattering 
to the leg and yet strong enough for 
ordinary wear. In Winter, especially, 
clothes need delicate looking stockings 
to set off the sheen of fur and velvet 
or to lighten the heavy look of wool. 

Colors, too, seem to be increasingly 
interesting and beautiful, and to be 


more carefully related to the rest of 
the costume. The rich tones of furs— 
black, brown, or gray—and of fabrics, 
can be subtly enhanced and the whole 
dark Winter costume lifted and 
brightened by the right shade of stock- 
ings. In general, the trend this Fall is 
toward lighter and brighter colors. 
Although the same tendency was noted 
a year ago, comparison of the lightest 
shade of October, 1936, with the 1937 
color range shows that what was the 
lightest shade then is in the darker 
group now. Softened copper tones to 
give life to the prevailing black en- 
sembles, warm beiges for browns, 
greens, and plaid mixtures, and a more 
neutral beige for the wine family— 
these are the recommendations by the 
leading stocking stylists. 

In spite of the growing importance 
of warm light tones, volume sales will 
be in a medium neutral beige in all 
parts of the country. In dark colors, 


particularly dark brown, a two-thread 
stocking is very high style and leoks 
as light on the leg as a lighter color in 
a heavier weight. Evening stockings 
are selling in light blush tones, many 
with the smallest reinforcements, or 
none at, all. 


The Vogue for Iridescents 


So much for the classic types. At this 
season novelties are of special interest. 
First among them come the “Iri- 
descent,” the “Fluorescent,” the “Day 
and Night,” the “Two-in-One” stock- 
ings. All these names are descriptive 
of the changeable color which shows 
different under different lights. We 
saw one which was almost red under 
the electric light and a warm brown in 
the daylight. The idea is a year or so 
old, but the demand was very limited 
until this Fall. Several conservative 
mills have been forced to put them in 
their line. One manufacturer considers 
them to have become a “staple.” They 
are selling everywhere, even in New 
England, in two and three-threads. 
Primarily they are a stocking for the 
young girl or woman who wants change 
and excitement in her clothes. Since 
they are included in the lower price 
brackets, they will probably be a vol- 
ume rather than a high style novelty. 
Their jewelled look fits in well with 
this season of glitter and glamor. And 
speaking of jewels, one mill has actual- 
ly used them on some of its very high- 
priced stockings, stitched in dainty 
patterns up the leg. 


Black Heels a Striking High Style 
Note 


Black heels are reported by one man- 
ufacturer to be “running away” with 
the business outside the New York 
area. Another calls them the “best 
selling novelty.” Still another reports 
the best sales in New York and Texas. 
They have been seen on young women 
at football games and will probably be 
worn by older women at smart gather- 
ings. There are good reasons for this 
popularity. They are flattering to the 
ankle line. The streamlined or taper- 
ing top is especially slimming in effect. 
They also flatter the stocking and make 
a three-thread look as sheer as a one- 
thread. They are best on a taupe stock- 
ing and are exceedingly smart when 
worn to give a definite black accent to 
an all or part black ensemble. Some 
of the loveliest on the market are on 
ingrain hose. They are selling well all 
over the country. 


Mesh, Lace, and Clocks Grow in 
Popularity é 


Mesh has a special appeal for the 
conservative, but very modern woman. 
It is the perfect answer for a stocking 
to wear with tweeds, instead of lisle. 
The delicate evening meshes and laces 
are most suitable with velvet and lamé 
cocktail and dinner dresses. Ultra 
smart American women like their novel- 
ties in the form of clocks as French 

[TURN TO PAGE 40, PLEASE] 





ET a a mar on 








BOOT AND SHOE RECORDER, November 6, 1937 Page 39 





Captain! I have scuffed these shoes all to bits playing your silly old 
deck games. If you don't stop the ship at Cartagena while | replace 
them, | will think you are an old grump. | mean I really will! 


Quite impossible, madam, but might | suggest that next trip you wear 
shoes of White Princess Calf. You'd not scuff them, | can assure you. 


WHITE PRINCESS CALF 


Year after year WHITE PRINCESS CALF maintains 
her prestige and leadership over all other white calf- 
skins. It is the whitest white on the market, and 
gives excellent cutting figures “because there is not a 
wrinkle in it.” It covers the complete price range, is 
strong of fibre, fine of grain, and does not need to be 
covered in the factory. It is easily cleaned. 








HIDE AND LEATHER COMPANY Zszx 
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Hess Bros. Stage Footwear Style Show 





Three of the models who portrayed the latest footwear styles in the recent style 


show staged by Hess Brothers in Allentown, Pa. 


In the center is the novel ar- 


rangement of sliding doors by which attention was first centered on the shoes 
before the model came into view. 


ALLENTOWN, Pa.—Shoes were put in 
the foreground at the recent style show 
staged by Hess Brothers, department 
store in this city. Arranged by and 
held in the shoe department on the 
main floor of the store, the affair was 
a big success with more than 300 wo- 
men in attendance. 

The show was held under the direc- 
tion of Miss Alice Wootton, shoe fash- 
ionist of Harper’s Bazaar, who, after 
being introduced and welcomed by Miss 
Harriet Douglas, briefly discussed the 
growing importance of footwear in its 
style relationship to women’s costumes. 

Feminine footwear was shown for 


every costume, beginning with those 
for the leisure hours, through the 
sports and daytime and afternoon wear 
and concluding with footwear for the 
evening. 

Unlike other style shows, this affair 
centered the attention on footwear by a 
novel arrangement of sliding doors 
which, when closed, allowed the shoes 
to be spotlighted through a circular 
opening at the bottom of the doors a 
few moments before the doors were 
opened, permitting a view of the entire 
model. An orchestra furnished music 
during the presentation. 





Putting the Finishing Touches 
To Winter Wardrobes 


[CONTINUED FROM PAGE 38] 


women do. Both clocks and meshes re- 
flect the general fashion interest in 
dressed-up materials, such. as laces, 
veils, and embroideries. 


Variety In Smart Handbags 


This same interest in fine detailing 
and luxurious material and treatment, 
shows itself in handbags, even in the 
medium price bracket. From now unti! 
Christmas is definitely the dressy sea- 
son, and wherever a woman goes, to 
lectures, lunches, bridges, or teas, a 
suitable handbag is a necessary and 
conspicuous part of her wardrobe. 

Fine materials—and that means up 
to 80 per cent suede—unusual patterns 
—very often French copies—dress- 
maker treatments are all charcteristic 
features. There are all kinds of shapes, 


square, oblong, round and many-cor- 
nered. Every type is included from a 
strictly tailored calf bag to a big, 
frameless velvet one with a floppy bow 
for a handle. Even on the most tailored, 
however, there are dressmaker details, 
such as pleating, shirring and stitch- 
ing. 


Patterns Practical But Dressy 


While the general trend is toward 
dressy, feminine styles, even in these 
the practical angle is a definite feature. 
bags are roomy, with wide openings so 
that the thousand and one necessary 
things that a woman carries are easy 
to get at. Even the construction of the 
handle may be of practical value here. 
In one of the bags pictured, the handle 
unhooks and the slide fastener extends 


into the handle thus providing an un- 
usually wide opening. 

Frame bags with top handles are 
almost universal. Unusual handles are 
frequent. In one, the loops are slipped 
through two golden spirals. In several, 
big gipsy rings are used. Gold is the 
only metallic note. A little “tortoise 
shell” has been tried for some handles. 
Black is, of course, the leading color. 
In suede, about 80 per cent is black 
with the remaining 20 per cent almost 
entirely brown. Mat, instead of shiny 
calf, is felt to be a dressier finish in 
smooth leathers. 

An increasing number of shoe stores 
and departments are realizing the ad- 
vantages of maintaining well-stocked 
accessory departments. When buying 
shoes most women are glad of the op- 
portunity of selecting the bag and 
stockings that will be most suitable to 
wear with those shoes. The right ap- 
proach should easily add these two 
accessory items to the customer’s pur- 
chases. Bag manufacturers have been 
quick to follow up this idea and to 
study the fashion trends of shoes which 
can be adapted to bags. The over- 
whelming popularity of ‘suede shoes is 
reflected in the number of suede bags 
on the market this Fall. Much of the 
detail also in this season’s shoes is 
especially adaptable to bags, which 
copy shoe trimmings, pipings, and per- 
forations, and by the application of 
calf, kid, and patent, or strippings of 
satin braid and grosgrain. Some bags 
are definitely made to match individual | 
shoes. Others can be carried equally 
well with several different shoes with 
which they have some point in com- 
mon, in material or treatment or both. 





Rubber Manufacturers 
Oppose Tariff Concessions 


WASHINGTON, D. C.—Opposition to 
the State Department’s move to nego- 
tiate a trade agreement with Czecho- 
slovakia, filed by the Rubber Footwear 
Division of the Rubber Manufacturers’ 
Association with the Committee for 
Reciprocity Information, was based on 
the following points listed in the brief: 

1. The industry is sufficiently impor- 
tant to justify its preservation; 

2. Since the new tariff rates on rub- 
ber footwear were fixed in 1932, foreign 
costs have not increased appreciably, 
while domestic manufacturing costs 
have continued to mount; 

3. If tariff rates are lowered, foreign 
manufacturers would be able to thor- 
oughly demoralize the domestic market 
and undersell our manufacturers by a 
wide margin; domestic market is highly 
competitive and one in which small 
quantities of merchandise offered at 
low prices tend to upset the whole 
market; 

4. Present rates of duty are not pro- 
hibitive; 

5. Foreign manufacturers have elimi- 
nated American manufacturers, who 

[TURN TO PAGE 44, PLEASE] 








w the Most Revol 
ing Birth to a N 


of manufacturers are turning 
fferent types of shoes— 
° 


—and you 
as you can 
Jet it go at that. 


But now comes the amazing development that 
with one epoch-making improvement revolu- 
tionizes shoe-fitting and sets a new standard of 
comfort never possible before! 


Here Is the Big News 


After years of re Internat 
Company has 


plastic-fitting 


in addition, 
rted in their proper position. 
gadgets—smart styles for poth men am 


30% Repeat Sales! 


ConFORMALS are so far advanced over ordinary 
they @ + your customers 
d repeat sales figures 
ent repeat busi- 
hey handle this \ine—what 

can match this recora: 


Talk About Turnover! 

Here are the results turned in by two typical 
new accounts which started with CoNnFORMALS 
this year 

CUSTOMER A: Total shipments during 
first six months (not including opening order) 


amounted to 44 times the original pilling- 
CUSTOMER B: Fill-in orders during first 
60 days totaled more pairs than original 
stock. 


Both of these retailers are in towns of less than 
50,000. uld show you scores of other 
ing to the sensational way 

because nO other shoe is 


exam 

sales pile Up 

puilt like CoNnFORMALS and no other shoe gives 
results like ConFoRMALS- 


These revolutionary shoes, packed by the re- 
sources and reputation of the International Shoe 
Company: have not only brought relief to thou- 

women suffering from foot 


nereased 


ises Now Availa 


During the past two seasons distribution has 
onfined to certain states and the shoes had 


wn from sale when production coul 
i a. Now distribution wi 


erritories and a lim- 
dous profit 
possibilities are open t 
are in a position to retail shoe 


Write or Wire Today 


If you think these shoes belon your store 
et in touch with us at once a& new territories are 
rapidly being Jined up. We will gladly send details 
of ConFORMAL'S patented principle and complete 
information py return mail. Address: Conformal 
Footwear Company: Division of I nternational 
Shoe Company> 1509 Washington Ave., St- Louis. © 
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Will Rogers 


used to say... 


“Bridges are a sign of intelligence”, 
and his section was the most intelli- 
gent part of the whole country, 
because every creek that could be 
bridged was bridged, and most 
brooks had fine bridges over them 
... thanks to our government. 


In fact, Will said, “If you left a pail 
of water out over night, those fellows 
would have a bridge built over it 
before morning.” 





Silver Slippers are 
another “Sign of intelligence” 


and with every pair 
and, while customer 
is in buying mood 
you should sell 


Cinderella 
Silver Kid 


Creme 

to care for them. It 
does a beautiful job 
because the burnish- 
ing powder makes 
the silver glisten . . . and silver slippers 
are not worth wearing unless they do 
glisten. Also repairs places where silver 
has been scratched or removed. Very 
attractively packaged in counter display. 
(Also made for gold.) 








Send For Free Sample 


Everett & Barron Co. 


Providence, R. I. Toronto, Can. 
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New England Protests 


[CONTINUED FROM PAGE 36] 


shoes should not be considered since difference in 
Czechoslovakian costs and domestic costs are the same 
today as in 1931 when the Tariff Commission found 
that domestic costs amounted to 30 to 60 per cent in 
excess of comparable Czechoslovakian shoes. 

Municipal and State officials of Massachusetts also 
were well represented at the sessions. Michael F. 
Phelan, former Congressman and a personal represen- 
tative of the Governor of Massachusetts, told Com- 
mittee Chairman Grady that he was against the Admin- 
istration’s move to negotiate with Czechoslovakia 
“when I entered the room, but I am more convinced 
now than before.” 

“There’s going to be a greater increase in Czecho- 
slovakian imports,” he forecast, “regardless of whether 
concessions are made and you don’t need a sign post 
to tell you that.” 

Mayor George E. Dalrymple, of Haverhill, Mass., 
also reported the closing of two factories in his city 
within recent weeks due to lack of orders. Prompted 
by Grady who asked if Czechoslovakian competition 
was responsible, Dalrymple replied that it was “a con- 
tributing factor.” “And others are closing,” he added. 
“Each makes shoes in the Czechoslovakian price class.” 

He was reminded by Chairman Grady that the picture 
should be viewed broadly and that while there might 
have to be some sacrifices made, the increase in export 
trade as a result of a trade agreement should be con- 
sidered with the potentialities of benefiting a greater 
segment of the population. 

“I’ve heard that theory expounded before,” Dal- 
rymple assured the chairman. “And I haven’t been 
able to fathom it.” 

Labor’s view of the pending agreement was given 
by Daniel Collins, of Brockton, who spoke for the 
Brotherhood of Shoe & Allied Craftsmen; John Mara, 
of Boston, of the Boot & Shoe Workers Union, an 
A. F. of L. division; and Powers Hapgood, also of 
Boston, who represented the United Shoe Workers of 
America, CIO affiliate. 

Hapgood described working conditions of employees 
in Bata’s Zlin plant in Czechoslovakia who, related, 
earn from $5 to $6 a week, are overworked and sub- 
jected to stringent military discipline. He said that 
58 per cent of the workers are under 21 years of age 
and start to work in the factory at 14. 

Pointing out that a good many shoe manufacturers 
in this country have requested labor contract conces- 
sions in order to keep their factories in operation, 
Hapgood explained that his group had been reluctant 
to meet the requests, fearing similar action by other 
concerns and ultimate wage collapse and loss of work- 
ers’ purchasing power. 

“In the face of these events, we can’t afford to have 
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Trade Concessions 


the Administration turn around and permit a foreign 
manufacturer to increase its imports,” he said. 

In addition to J. Sidney Bernstein, counsel for the 
Bata Shoe Co., other representatives of the concern 
included John Atkinson, Sam Smith, and William 
Fuchs, secretary. 

Atkinson said his company wants access to the 
U. S. market for the “primary purpose of buying 
things here” and that “our principal bugaboo” is the 
reluctance of dealers to buy foreign goods. 

Bernstein likewise testified earlier in the session that 
his concern has other difficulties in this country. 

“There are companies here with whom we cannot 
compete,” he told the Committee. “There are U. S. 
products that we can’t even touch.” 

On the subject of rubber footwear, Bernstein asked 
restoration of the right of Bata to sell its product in 
this country on “some fair basis.” 

Expressing the view that the embargo on rubber 
footwear in 1933 was “an injustice to Czechoslovakia” 
since the country had not been “a serious competitor,” 
Bernstein said there was ample power under the law 
to modify the present tariff rates on rubber footwear 
either by basing the rates on the foreign export price 
or by reclassifying the items covered in the tariff laws. 
He said this could be done under the trade agreement 
with Czechoslovakia. 

In the brief filed by the Bata Company, figures were 
cited in support of its contention that there has been 
no increase in production costs as a result of higher 
wages in this country. Also, it was held that “a sub- 
stantial” part of Czechoslovakian imports consists of 
molded shoes which “do not come into competition 
with domestic production.” Other points were: 

(1) The increased importation of cemented shoes in 
recent years is the result of “normal shift in the 
public demand” and not because of “existing differ- 
ences of tariff duty;” (2) inclusion of footwear in the 
agreement will “act as a brake on rising prices to the 
American consumer;” and (3) tariff concessions to 
Czecholovakia will “revitalize and restore a_ val- 
uable foreign trade with a friendly nation.” 

The retail slant on the proposed trade pact was 
voiced by L. E. Langston, of the National Shoe Retailers 
Association, who said he spoke for independent shoe 
retailers, 71 per cent of whom are “doing less than 
$20,000 a year volume.” 

Langston disclosed that the independents are having 
“tough sledding” due to shoe imports and competition 
from both mail order and chain stores. 

“My group,” he declared, “is particularly concerned 
over the trade agreement and asks that the tariff be 
revised upward rather than downward to protect the 
hundreds of thousands in this country who are depen- 
dent for their livelihood on the American shoe in- 


dustry.” 
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Connolly’s No. 2602 
IN SOFT LEATHER 


(Genuine Australian Kangaroo ) 


is an Unusual Success 
It is really surprising—the accep- 
tance of this 8 inch soft Kangaroo 
Blucher. Men on the job prefer No. 
2602, no doubt because of its comfort, 
high quality and neat appearance. 


IN STOCK 


Black Genuine Aus- 
tralian Kangaroo 8” 
Blucher, Full Brown 
Kid Lining, Cushion 
Insole, Full Double 
Sole, Riveted Steel 
Shank, Oxford Last— 
Combination 


E EE 
8/12 6/12 5/12 6/12 6/12 


As a means of turnover and prestige 
you'll enjoy hearing more about the 
Connolly Line. Write for our catalog 
which illustrates the complete line of 
men’s oxfords and high shoes, in Kid 


and Kangaroo exclusively. 


CoNNOLLY 


SHOE COMPANY 


Stillwater, Minnesota 


Manufacturers of Men’s Fine Kangaroo and Kid 
Shoes Exclusively 
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DANVERS SHOE 
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HAND CRAFTED 
QUALITY SLIPPERS 


Tankid slippers carrytan leather lin 


Take kya lie Ke ae lale Melo} fola-tom G@loM TIT olol-1a: 
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ned OPERAS. Tan, B 


Kid nd Patent leather 


Price $1.90. 


ed EVERETTS. Tan and Black 
Price $1.90. 


d ROMEOS. Mercerized silk 
1d Black Kid. Price $2.20. 
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Shoe Stores Showed Slight 
Profit Increase in 1936 


[CONTINUED FROM PAGE 25] 


stores, $50,000 to $100,000 net sales, in 
large towns, 100,000 population and 
over, with an average profit of only 
2.6 per cent. A high cost of goods sold 
and a relatively high expense figure 
may account for this, for they were not 
offset by a high mark-up. 

In the classification of profitable con- 
cerns, the small store all over the coun- 
try appears to be most successful, with 
a net profit of 10.4 per cent. Low ex- 
penses and a relatively high mark-up 
do much to bring this about. The ex- 
tremely low wage rate reported by 
these concerns is accounted for by the 
fact that most of these establishments 
are one-man stores, employing only an 
occasional part-time clerk. Stores doing 
a business of $30,000 to $50,000 in 
cities of 100,000 population and over 
were the least successful, having a net 
profit figure of only 4.3 per cent. Ex- 
penses in this type of store are rather 
high, and although mark-up was rela- 
tively large, it could not offset the ex- 
pense figure. Rent, light and heat, 
taxes, and other expenses were high 
in this classification, while advertising 
and payroll were relatively small. 


A geographical. study reveals the 
fact that the Pacific group( including 
Washington, Oregon and California) 
was most successful, while their neigh- 
bors, classified as the Mountain group 
(Montana, Idaho, Utah, Nevada, Ari- 
zona, Wyoming, Colorado, and New 
Mexico) were least successful. High 
expenses can again be named as the 
cause, for typical net sales in these two 
groups were identical, cost of goods 
sold only .4 per cent higher in the 
Mountain group than in the Pacific, 
and gross margin only slightly higher 
in the latter than in the former. But 
the expense figure shows a 4 per cent 
difference, with almost all items in the 
Mountain states higher than the same 
items in the Pacific states. 

In addition, a part of the survey is 
devoted to operating figures based on 
the credit policies of the stores. Non- 
credit stores (those doing 90 per cent 
or more of the business on a cash 
basis) reported a net profit of 4.4 per 
cent as against one of 3.0 per cent for 
1935. Typical net sales and overhead 
expenses were slightly lower, a factor 
which may account for the apparent 


increase in profit. Gross margin and 
mark-up for the two years were iden- 
tical, and although turnover decreased 
from 2.0 to 1.9 times, sales rose 12.2 
per cent. In the report of concerns 
doing a 20 per cent to 50 per cent credit 
business, only 3.0 per cent profit was 
reported as against 2.8 per cent for 
1935. The expense figure of 29.9 per 
cent was lower than that for 1935 
(31.2 per cent) but higher than the 
27.8 per cent which was the figure for 
cash stores. This is only natural, for a 
credit business entails a certain amount 
of unavoidable expense. This seems to 
be counteracted, however, by the typical 
net sales figure which was $29,900 for 
credit stores and only $17,500 for cash 
stores. The retail survey, if used as 
a guide nd check on the individual shoe 
merchant’s operating figures can be an 
invaluable aid to him. It shows him 
what the average figure for his type 
of store is, and it presents an ideal to 
him in the Profitable Concerns report. 
However, it should be used more as a 
starting point for his study, rather 
than as a goal toward which he is to 
direct his efforts. Differences between 
the retailer’s figures and those in the 
survey may be advantages or disad- 
vantages. It is the problems of the 
retailer to consider the pros and cons 
carefully in order to determine which 
they represent in his own particular 
case. 


Rubber Manufacturers 
Oppose Tariff Concessions 
[CONTINUED FROM PAGE 40] 


are now dependent exclusively on the 
home market; 

6. Present tariff rates have not re- 
sulted in unduly high prices for rubber 
footwear; the evidence submitted indi- 
cates that the increased costs have not 
been fully reflected in the increases in 
price, and the quality of rubber foot- 
wear made in this country has greatly 
improved; 

7. Japan would benefit more than 
Czechoslovakia under the most favored 
nation clause of the trade agreement 
act; Japan imported to this country 14 
times as much waterproof footwear, 
and 34 times as much tennis footwear, 
during the last three years than did 
Czechoslovakia ; 

8. A reduction in tariff rates on 
either rubber soled canvas or water- 
proof footwear would be disastrous be- 
cause of seasonal interrelation of pro- 
duction; employees would suffer because 
the system was introduced to stabilize 
employment throughout the year. 





Reopens In New Location 


LAKELAND, FLA—E. O. McDaniel, 
who operates the Mac’s Shoe Shop, has 
relocated and is now ready for business 
in a most up-to-date place at 240 North 
Kentucky Avenue. For almost 12 years 
the shop has been doing business at 
258 North Kentucky Avenue. 
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BRIGHT ANTIDOTE 
for DULL WINTER! 


PROMOTE 
Sandals of Sleek Black 


Sterling 
teat Gt 


FOR sheer, intrinsic beauty, few leath- 
ers compare with Sterling Patent Colt. 
Its suppleness minimizes cutting prob- 
lems, and adds immeasurably to its wear- 
ability in all seasons. The size of skins 
makes for economy in manufacture. Its 
exquisite lustre wins consumer accep- 
tance. It has grand promotional possibili- 
ties for the coming mid-winter season. 


Sell sandals of black Patent Colt 
with the little silk suits that go 
under heavy coats in January and 
February. Sandal illustrated at 
right was designed by Weidner. 


Sor LING DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Mass. 100 Gold Street, New York City 
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SANDALS BY HANNAHSONS (OF HAVERHILL eee SlocK 


The designs of Hannahsons many in-stock sandals are 
keyed to the inspiration behind the most accepted of 
It is a bold step forward in 
evening sandal design. But Hannahsons know how 
pleased women customers are to find a popular-priced 
line which so easily makes a perfect ensemble with their 
new evening dresses. Our sandals are 
delightfully light and flexible and 
have the neat trim edges that appeal 
to every woman. Hannahsons sandals 
are keyed to the fashions your cus- 


today’s evening clothes. 


THE DORIS 





tomers want. 


$2.50 to $3.10- 
high, cuban or flat heel customers. 


SANDAL OF THE MONTH 


The Doris—perfect for the new evening 
lines—with all the gold and silver me- 
tallic cloth glitter that is so successful 
this season. Also stocked in many other 
smart materials. Write for the Hannah. 
sons Bulletin of in-stock sandals. Our 
fashion-keyed styles and speedy in-stock 
service will please both you and your 







An entire factory de- 
\ voted to the manufac- 
\ ture of exquisite foot- 
wear for America’s 
largest in-stock sandal 
department. 


‘4 
HANNAHSON SY 
“Danke” 





November Opens Season 


For Formal Footwear 
[CONTINUED FROM PAGE 28] 


this time of year. Then there is 
Thanksgiving, a holiday that brings 
the young folks home from school or 
college and gives occasion for dances 
and parties where formal evening 
shoes, opera slippers and dancing 
pumps for men and women will be a 
prime necessity. 

The volume of business done on for- 
mal footwear in the average store may 
not be great, but this is a class of 
merchandise that can usually be 
counted on to bring a good price and 
a worthwhile profit. A well-timed win- 
dow display, backed up with a good 
advertisement featuring evening foot- 
wear, should attract enough extra busi- 
ness to make it a good investment at 
this season, and in any event it will 
prove an attractive display that will 
command the attention of customers 
and build prestige for your store. 

This week we illustrate two striking 
examples of formal footwear windows 
that came to our attention recently, 
and we may look forward to seeing 
many more, equally beautiful and at- 
tractive, in the next month or two. 

Existing business conditions and fu- 
ture uncertainties make this a season 
in which merchants generally recog- 
nize the need of persistent and well- 


planned promotion designed to “move 
the goods,” of which most stores have an 
abundance on their shelves, having 
purchased rather freely some months 
ago in anticipation of rising prices. 
Therefore it is to be anticipated that 
advertising and display men will strain 
their ingenuity to the utmost during 
the coming season to create new and 
interesting sales appeals, with the ob- 
ject of bringing more customers into 
stores and arousing in their minds the 
interest that leads to sales. Evidence 
of this renewed emphasis on sales pro- 
motion is already apparent, both in 
shoe windows and in advertising. 
Shopping the shoe windows on Chest- 
nut Street in Philadelphia this week, 
we saw several new and interesting 
ideas in window promotion. At 
Geuting’s, for example, prominent’ place 
was given to a showing of lasts, par- 
ticularly the new “Castilian last” which 
is being featured by that firm and 
which has been especially designed to 
flatter the foot by giving it a smaller 
appearance. Showing the actual wood 
in a window display is quite an in- 
novation in women’s shoe promotion, 
but it represents a constructive move 
in shoe selling because it tends to im- 
press the customer with the fact that 
in buying a good shoe she is buying, 
not merely a piece of merchandise, but 
a product that is the result of superb 
artistry in the designing and skilled 
craftsmanship in the making. Most 


women, probably, have but a vague 
idea of what a last really is or what 
part it plays in the style and fitting 
qualities of a shoe. 

“Brown Goes to Town and Stadium” 
was the caption of a striking football 
window featuring men’s shoes which 
was used by Dalsimer of Philadelphia, 
capitalizing the keen local interest in 
the gridiron sport. Harper’s Walk- 
Over Store had an attractive window, 
featuring prominently the certificate 
adopted recently by the Philadelphia 
Shoe Merchants Guild for window use. 
Steigerwalt’s and many of the other 
shops of that interesting shoe section 
presented displays that were deserving 
of special notice. 


Seven Windows of Shoes 


Emphasizing the importance of win- 
dow promotion at this season of the 
year and recogninzing the fashion 
significance of this particular week, 
with the opening of the Horse Show 
and the presence in New York of many 
prominent shoe buyers attending the 
Spring Showing of the Shoe Fashion 
Guild, Delman Salon at Bergdorf 
Goodman devoted no less than seven 
Fifth Avenue windows to shoes. A 
full-page advertisement in Sunday’s 
“Times” heralded the event and said 
by way of announcement: 

“This week Delman gives his mag- 
nificent current shoe collection the pub- 

[TURN TO PAGE 66, PLEASE] 
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LININGS of GLAZED KID are 


strong links in your profit chain 





Beauty ... texture ... comfort... and serviceability—these are the 
contributions that Surpass Linings of Glazed Kid make to the shoes 
you sell. 


Surpass Linings are tanned with the same precision and skill as 
Surpass outside stock of Black, or Brown, or Blue, have a firmness that 
helps a shoe hold up to the same form and design it had while still on 
the last. Surpass Linings, in pastels and other popular colors, complete 
the beauty of a shoe. And Surpass Linings of Glazed Kid keep the 
customer satisfied after she has left your store and knows her shoes 
from the intimate standpoint of comfort and wearing quality. 


When your manufacturer gives you shoes lined with Surpass Kid, you 
can know he is giving you shoes that are right in one important detail 


The mark of —you can know that your chain of profits from first sales and from 
fine Kid repeats due to customer satisfaction has one link in it that will stand 


firm against every test. 





SURPASS LEATHER GOMPANY 


Executive offices at Philadelphia. Branch 


T erles in offices in New York, Boston, Cincinnati, St. 
Philadelphia Louis and Milwaukee. Agencies in London, 
Paris, Milan, Stockholm and other foreign 


& Gloversville ye sam 
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our position in the matter has been ably 
presented by Mrs. Edith Nourse Rogers, 
Congresswoman from Lowell, Mass. 

“From time to time, there will be 
many other political considerations 
which will affect our business and 
which must be dealt with collectively. 
Because of the relatively small size of 
our industry, our power to influence 
legislation is extremely limited. How- 
ever, in the past we have accomplished 
several things, and I feel that you 
should do everything possible to aid in 
the efforts of the Council to safeguard 
your interests in Washington. I urge 
you to become better acquainted with 
your Senators and Representatives in 
Congress. We are sure to need their 
help. 

“Our greatest problem at all times 
is to anticipate the future. It is true 
that sometimes facts seem of little 
moment; statistics have no weight; and 
logic cannot be reconciled with senti- 
ment; but the speculative nature of 
our business literally forces us to look 
beyond next week, next month, or even 





Sells for $1.00 
Scott’s METATARSAL INSOLES 
pay you a BIG PROFIT 


Here is an easy-to-sell item that appeals to every 
customer who needs foot ease and foot comfort—and 
it gives you a mark-up that means real profit. 
STYLE No. 1—Easy air-cushioned sponge rubber support for 
longitudinal and metatarsal arch. Superior grade, light-colored, 
genuine calfskin topping. Good grade bottom leather backing. 
Gentle support for natural arch action. One pair to attrac- 
tive carton. Ladies’ sizes 3-9, N and W. Men’s 6-11, W Only. 
$5.40 Dozen Pairs, $60.00 Gross Pairs 
STYLE No. 2—Same double support, but with split side 
leather topping, no backing. Plain white carton. 
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$3.70 Dozen Pairs, $38.00 Gross Pairs 


STYLE No. 5—Same as No. 1, but with a resilient sponge rub- 
ber bottom shaped to cushion the heel and support the longi- 
tudinal arch. Makes walking a pleasure. A popular 
seller. Ladies’ sizes 3-9, N and W. Men’s sizes 6-11 W. 
$7.50 Dozen Pairs, $81.00 Gross Pairs 
Order TODAY for Immediate Delivery 


SCOTT FOOT APPLIANCE CO. 


OMAHA, NEBRASKA 












SCOTT FOOT 
APPLIANCES 


Sold only 
through retail 
Shoe Stores 

and Shoe 
Departments 











Write for Complete Scott “Profit Line” Catalog 








Inadequate Profits Are Blamed 


[CONTINUED FROM PAGE 23] 


in each other, and if we would also 
remember that our competitors are as 
eager to make a profit as we are. 

“It is a recognized fact that certain 
branches of the industry are consistent- 
ly able to maintain a reasonable profit 
margin at the same time that units 
in other branches are fighting each 
other to give away their capital. To 
sell in a rising market at lower than 
replacement cost amounts to just that; 
raw stock has to be replaced at a 
higher level, and there is no one to 
share the losses when prices drop. 

“May not the cure for this situation 
lie in clearer understanding of the 
problems within each group? That can 
be done by more frequent and regu- 
larly called group meetings. Perhaps 
once a month is too often; but I believe 
that each group would benefit by sev- 
eral well-attended meetings every year. 

“Into the category of political prob- 
lems, we could drop any number of un- 
comfortable possibilties. 

“To discuss only one for a moment: 
I am wondering what your attitude will 
be on the Wage and Hour Bill. Per- 
haps it is true that the application of 
a 40-hour week and a minimum wage 
of 40c. an hour will not materially 
affect this industry. The industry aver- 


age today is less than 40 hours and 
only a handful of people are being paid 
less than 40c. an hour. However, it 
may be that there are more important 
matters at stake. 

“If they can legislate a 40-hour week, 
how soon will we have the 30-hour week 
advocated in Congress only a short 
time ago? If by edict we get a $16.00 
a week minimum, how soon will we 
have a $26.00 minimum, and under a 
system of wages by edict, what will 
become of the incentive for greater and 
more efficient production, and conse- 
quently cheaper goods? 

“IT wonder how many of you believe 
that the rate of improvement in the 
standard of living and increases in real 
wages can be continued if it becomes 
illegal for people to work more than 
one hour out of four in every week, 
and there is no special inducement for 
everyone to do his best. 

“As you doubtless know, hearings 
are being held in Washington this week 
on the matter of reducing the duty on 
shoes from Czechoslovakia. Your 
Board of Directors has submitted a res- 
olution requesting the State Department 
to defer action until the relative costs 
of making shoes can be determined by 
the Tariff Commission. In addition, 


next year. 

“The remarkable volume that the in- 
dustry has had in the past two years is 
based upon greatly increased purchas- 
ing power. Broadly speaking, that 
market is still here, and not even the 
aftermath of a buying movement or 
the disastrous break in the stock mar- 
ket can obscure the fact that our mar- 
kets are basically stable. It is worth 
noting that the largest decline in shoe 
output from year to year was only 
16 per cent, and that took place in 
1929 to 1930. Unless all previous ex- 
perience and knowledge of business 
cycles is false, there is hardly any in- 
dication that a comparable situation is 
in the offing this year.” 


Sees Recovery Ahead 


The present business recession, like 
that of 1924, will probably be followed 
ir a few months by a sharp recovery, 
Dr. Benjamin H. Beckhart, Professor 
cf Economics at Columbia University, 
predicted. The recovery period, he said, 
will bring increased activity in the dur- 
able goods industries and a building 
boom. It is probable, he added, that 
the coming business boom will be simi- 
lar to that of the Nineteen Twenties 
and “that monetary tools will be used 
very tardily to restrain the boom.” 

Professor Beckhart declared that the 
government is now following two dia- 
metrically opposed monetary policies by 
trying to maintain low interest rates 
and check inflation at the same time. 

This year’s convention was one of 
the best attended in the history of the 
Tanners’ Council of America. At the 
luncheon session on the final day, more 
than 200 persons were present. 

On the whole, a general feeling of 
optimism, as regards the present situ- 
ation in the leather field, was shown 
by tanners present at the meeting. 
Despite the fact that there has been 
little trading in hides held by the big 
packers in the past eight or nine 


[TURN TO PAGE 65, PLEASE] 
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AND WHEN she tries on a pair of 
galoshes . . . and sees the name 
“TALON” on the slide fastener 
... your sale is half made. For the 
name “TALON” kindles to buy- 
ing pitch the confidence she shares 
with the millions who now use 
Talon slide fasteners on 400 differ- 
ent articles of clothing and other 
merchandise. 


Every Talon fastener in use to- 


TALON SLIDE FASTENER FOR DRESS GALOSHES 





TALON, INC., MEADVILLE, PENNSYLVANIA 
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day—and there are 350 million of 
them—is a forceful advertisement 
for galoshes with Talon fasteners. 
People appreciate the revolution- 
ary convenience Talon fasteners 
have given them. They prefer the 
neatness and style Talon fasteners 
have brought to their clothing. 
They are sure of the Talon fast- 
ener— because it always works 
perfectly. 
* # x 


Today the Talon slide fastener is 
used on the majority of quality 
galoshes. For this is the one slide 
fastener for galoshes that gives 
absolute dependability —in addi- 
tion to style and convenience. 


Remember this when you place 
your orders. Specify Talon slide 
fasteners exclusively. But also go 
a step further. 


Take full advantage of today’s 
nation-wide preference for mer- 
chandise with the Talon slide fast- 
ener. Feature the Talon fastener 
in your galosh advertising and dis- 
plays. Stress it in your floor selling. 


Retailers all over the country 
report it is your best assurance of 
quick turnover ... your surest 
protection against markdowns and 
returns! 
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@ ALREADY this famous wheel, used for testing 
Douglas Men’s Shoes, has put the models in our 
new Spring line through a grueling endurance- 
test. And again it has proved that Douglas Shoes 
with All-Leather Construction and built-in quality 
are the best you can stock — the best your cus- 
tomers can buy for the money! 

That’s why we’re proud to announce the new 
Spring line of Douglas Men’s Shoes. They have 
improved, tested quality .. . the finest and most 








% Duplicate of shoe-testing machine used by the U. S. Bureau of Standards, Washington, D.C. 


complete line of distinctive patterns we’ve ever 
offered . . . a complete range of popular prices 
as always ... and the Torture Wheel idea backed 
by strong advertising in Collier’s and The Saturday 
Evening Post. 

Before you buy, be sure to see the new Douglas 
line for Spring and Summer. A card, letter or 
wire will bring you full information about these 
famous all-leather shoes. W. L. Douglas Shoe 
Company, Brockton, Mass. 


9 Douglas Shoes 


299 Broadway, New York 


BROCKTON, MASS. 


Broadway Arcade Bidg., Los Angeles 
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NATIONAL NEWS 





Warm Weather Slows Chicago Selling 


Unseasonable Days Retard Sales of Winter Styles—Retailers 
Report Little Price Resistance and Continue Orders 
for Full Stocks 


Chicago, Ill.—Retail business here 
during the latter half of October was 
spotty, with some retailers reporting 
a general falling off and others report- 
ing brisk business which at least 
equalled the same period last year. Most 
retailers were agreed, however, that 
the week of Oct. 23 and following was 
slow. Most of them did not attribute 
this to the stock market slump, how- 
ever, but blamed it chiefly on the fact 
that the weather has not yet been 
favorable for any cold weather buying. 

The fact that most retailers are opti- 
mistic and are continuing to keep their 
shelves filled, however, was proved at 
the regular monthly “Buyers’ Days” of 
the Chicago Shoe Traveler’s Associa- 
tion at the Morrison Hotel. Although 
a sprinkling of business was done in 
Spring wear, nearly all of the buying 
was in “at once” lines and business 
was better than at the September show, 
Norman N. Souther, director, reports. 

Buyers reported that the most en- 
couraging note is the evident lack of 
price resistance even in the two figure 
bracket. The only division reporting 
price resistance to any degree was in 
boys’ shoes. 

Black suedes continue to lead the 
parade of feminine footwear followed 
by blue and brown. Retailers state that 
it will take a touch of real Winter 
weather and a few flurries of snow to 
set off buying in other materials to any 
great degree. Gabardine is expected 
to make its bow with most retailers 
early in November. Several shops 
which have been doing particularly 
good promotion jobs with other leathers 
report unusual returns. One of the 
lower priced shops reports a good job 
on simulated alligator and one in the 
higher price is getting good returns on 
antelope. The simulated alligator has 
gone well in black and brown in both 
spectator pumps and ties. High fronts 
are still good and in the opinion of 
most retailers will continue so as long 
as the skirts remain short and tight. 








DATES TO REMEMBER 


Shoe Club of New York Annual 
Dinner-Dance, Hotel McAlpin, New 
WORM vcsceccucccnecee November 6, 1937 

Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

November 29, 30, 1937 

National Shoe Travelers Association 
Twenty-Seventh Annual Convention, 
Hotel Morrison, Chicago, III. 

January 1, 2, 3, 1938 

National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill. .......... Jan. 3, 4, 5, 6, 1938 

Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex 
position, Hotel Radisson, Minnea- 
polis, Minn. ....Jan. 9, 10, 11, 12, 1938 

Joint Convention and_ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas 

Jan. 9, 10, 11, 12, 1938 

Michigan Shoe Dealers Association 
Annual State Convention, Hotel 
Statler, Detroit, Mich. 

January 9, 10, 11, 1938 

Indiana Shoe Travelers Association 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 

Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 

Jan. 17, 18, 19, 1938 

Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
We ies. cuwvel February 13, 14, 15, 1938 





Gray is creeping into the picture 
gradually and merchants are looking 
to an even bigger season. State Street 
stores are reporting a big demand for 
gray coats which will call for match- 
ing accessories. Burgundy and thrush 
continue to maintain activity. Con- 
siderable patent leather is seen on the 
streets and as trim although there is 
little talk of it among the trade. 

In the novelty line one of the popu- 






















































lar priced chains came out during the 
week with a “Wally” pump and a pin- 
wheel pump sold with matching bags. 
A new fashion shade which burst into 
the market was “inky blue” featured 
as a “sophisticated accent for the 
woman who wants to wear the unex- 
pected color.” 

Browns are remaining steady in the 
sturdy types due probably to the big 
demand for tweeds even in Winter 
ensembles. 





Organize New Shoe Company 


New YorK—Harry Manchell and 
Harry Deines have resigned their re- 
spective positions as factory superin- 
tendent and salesman with Seymour 
Troy, Inc., to organize their own shoe 
manufacturing business in Philadel- 
phia, Pa., under the firm name of Den- 
ovia, Inc. 

The factory is in a modern structure 
at 4th & Cumberland Streets, Philadel- 
phia, and is completely equipped for 
the production of Sbicca shoes. Denovia, 
Inc., will make high style footwear for 
$10.75 and $12.75 retailing. 

Harry Manchell is a veteran in the 
world of highest quality shoemaking, 
having been a bench shoe manufacturer 
for nearly twenty years, under the firm 
name of Manchell-Grasso, and for the 
past few years has been associated with 
Seymour Troy, Inc., as buyer and fac- 
tory superintendent. 

His new partner, Harry Deines, has 
been employed by Seymour Troy prac- 
tically from the start of that outstand- 
ing originator’s career as an individual 
shoe manufacturer, almost fifteen years 
ago. Harry Deines has been general 
assistant to Mr. Troy as well as cover- 
ing all territories in a selling capacity. 





Joins Sales Staff 


LYNN, Mass.—Louis Heim has be- 
come salesman for A. E. Little, Stritter 
Co., makers of Sorosis shoes. He was 
formerly of J. & T. Cousins of Brook- 
lyn. He will be New York City sales- 
man, Clarence Cogswell is selling 
Sorosis shoes in New York state. 

A. E. Little, Stritter have recently 
set up additional equipment to increase 
cutput of Sorosis shoes. 
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New Store Commemorates Shoe Firm’s 
30 Years of Progress 


[CONTINUED FROM PAGE 27] 





BEN BECKER 


up the newspaper ads and to impress 
further upon the minds of the Evans- 
ville population the desirability of Ben 
Becker’s as a place in which to shop. 
Direct mail, used periodically, centers 
its interest on the opening of charge 
accounts, for the Beckers recognize the 
fact that a customer will buy more in 
a store in which she has an account 
than she will elsewhere. 

The management has realized the 
strength of its position in the com- 
munity of any locally owned institu- 
tion. To turn this to their own advan- 
tage, they have localized themselves by 
placing their store manager in civic 
organizations, joining the Chamber of 
Commerce, and making a _ deliberate 
effort to contribute as: much to com- 
munity activity as posible. In addition, 
the manager is required to know the 
customers by name, to give them a 
hearty reception, and to extend to each 
personaily the courtesies of the store 
in an effort to make sure that cus- 


HERMAN D. BECKER 


tomers will enjoy shopping there. 

The reasons for opening a general 
shoe store in the face of strong chain 
store competition are interesting. To 
quote Herman Becker again, “The aver- 
age specialized store features one, per- 
haps, two prices. We in our stores fea- 
ture many prices in quality shoes; the 
average chain specializes in one or two 
types of shoes; we feature practically 
everything from the arch type to the 
extreme formal shoe. We have stayed 
with quality and utilized the benefits of 
nationally advertised lines.” Moreover, 
having complete stocks in all styles and 
sizes, the Ben Becker store can feel 
secure, knowing that “quality shoes, 
with a strong feature for style are 
essential to build a sound repeat busi- 
ness! With the facilities of an in- 
stock department, a general store can 
now feature variety in style in sizes 
with a low stock inventory.” And the 
Ben Becker stores have proved the 
validity of their claim. 





How a California 
Shoe Store Sells Skis 


[CONTINUED FROM PAGE 32] 


tical Winter sport things. Not only 
that, but there were a couple of people 
who actually knew all the angles, ski- 
ing, snow shoeing and sledding, so 
could discuss. the merits of various 
pieces of equipment in an intelligent 
manner. Right here it must be said 
that unless a store has someone on the 
floor who knows all the phases of Win- 
ter sports, that store had best stay out 
of this field. It is no place for catalog 
readers or amateurs. 

Hundreds of men and women were 


drawn to the store to buy regular street 
shoes, people who would never have 
heard of the store if it were not for the 
sport shoes featured. Overhead has 
been cut down considerably as a result 
of the extra store traffic. It is notice- 
able that as soon as the first showing 
of Winter sports equipment is made 
along the first of October, that the 
street floor dress shoes show an im- 
mediate pick-up. 

Here’s an interesting angle. With 
Van Degrift, no extra capital was 
needed to finance the “Ski Hut” as this 
was done by fellow skiers. “This busi- 
ness owned by Skiers” is a by-line in 
his advertising to the sporting element. 

“If a store has what the Winter 





sports lovers want, that store will 
steadily increase its business,” said 
Mr. Van Degrift. “Skiers are either 
skiing or reading about it, so are fully 
posted on what they should have and 
what, is practical. When they find a 
good satisfactory stock of articles they 
know are right, they will not only come 
themselves, but will spread the word. 

“This is a very friendly group of 
people,” he continued. “Like most 
people who are interested in personal 
outdoor activities, they are more or 
less clannish, so will stick to one place to 
trade when they are convinced the 
parties connected with it speak their 
language. In addition to myself, we 
were fortunate in obtaining the ser- 
vices of a young woman who speaks 
five languages, and was raised in the 
Swiss Alps. 

“An outgrowth of the shoes, equip- 
ment and clothing was the adding of a 
rental library, the operating of a re- 
pair shop for repairing the equipment, 
waxing of skis and the like.” 

Activity in the Ski Hut in those 
months when skiing is out of season 
centers in supplying mountaineering 
equipment to persons interested in this 
activity, most of whom are members of 
the Sierra Club. Special climbing shoes, 
ice axes, ropes, high altitude clothes 
(windproof) are all necessary to the 
climber. Then there is quite a little 
business coming from the novelties 
imported from Norway, Switzerland 
and Austria, things which can not be 
produced here. 

From the merchandising angle there 
are plenty of pitfalls as the season is 
comparatively short. Unusual weather 
will affect buying. Careful planning in 
buying just what the trade will buy, 
then in constantly working out the 
merchandise so that there will be no 
carry-over, takes considerable knowl- 
edge of skiing needs. 

A stock of 32 different kinds of 
shoes; 35 styles of skis and 35 kinds of 
bindings (straps for fastening skis to 
shoes) are regularly stocked at the be- 
ginning of the season. The trick is to 
end up the season with a very small 
stock and not lose any sales. Shoes 
retail from $5.50 to $19.50. This range 
takes care of the one-time skier and the 
beginner, on up to the experienced 
skier, 

Quite a rental business is done in 
skis to both individuals and to motion 
pictures studios. The latter use ski 
equipment for both magazine picture 
purposes and for movies. Some pic- 
tures, with a snow background, like 
“I Met Him In Paris,” meant a neat 
sale of $2,500. “Thin Ice,” starring 
Sonja Henie, which 20th Century-Fox 
spent a young fortune in making, used 
a considerable amount of ski “props,” 
too. 

Although a very few foreign made 
shoe specialities are carried, the great 
majority of shoes sold are made right 
here. Van Degrift believes that he can 
get better quality shoes in this country 
and at better prices than can be found 
in any other market in the world. 
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Walk-Over Salesmen on 
Road With Spring Line 

BROCKTON, Mass.—Salesmen for the 
Geo. E. Keith Company have started 
their Spring selling trips, following a 
series of meetings at the Walk-Over 
factories during which the new lines 
have been carefully studied and re- 
viewed. This season the sessions were 
planned so that the salesmen selling 
both the men’s and the women’s lines 
could be at the plant together, and the 
two groups united for many of the 
meetings. Sales and advertising poli- 
cies for the next season were discussed 
and the company is to make a strong 
bid for business in its grades. The 
present strong national advertising 
campaign will be maintained. 

George E. Keith, sales manager, di- 
rected the merchandise sessions. He 
said, “Perforated shoes, in which field 
the Geo. E. Keith Company pioneered, 
will be strongly featured in both the 
men’s and women’s lines for Spring. 
Our ‘Koolie’ patterns for men will be 
outstanding and our 1988 version of 
the celebrated ‘Cabana’ pattern for 
women is expected to meet with favor. 
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Let the Foot in on It* 
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The Pig that 
REALLY GOES 
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INNERSOLE 


Treat the feet to a few steps of Newflex, and 
you are in good standing—so is your customer 
Because the innersole maintains a close contact 
with the foot, comfort or lack of it is produced 
here. Newflex Pigskin Innersoles are naturally 
porous, pliable and permanent. As such, they 
permit the foot to breathe, mould themselves to 
a comfortable fit, wear as long as the shoe and 
help it hold its shape. Many of the lines you 
are now carrying are equipped with Newflex 
Pigskins. Ask your manufacturer, or write us 


This type of shoes has been making 
selling history for Walk-Over for the 
past six years.” 

A gathering of the salesmen, to- 
gether with home office and factory 
executives, was presided over by 
George H. Leach, executive vice-presi- 
dent, who summed up the many points 
made during the meetings. He intro- 
duced several visitors, including Harry 
Davis, shoe buyer for a New Orleans 
department store, who placed his 
Spring order at this time. 

Harold C. Keith, Walk-Over presi- 
dent, spoke interestingly about his trip 
abroad this Summer, told of business 
conditions in Europe and then gave a 
broad picture of the general business 
situation here. He told the gathering 
that in spite of recent happenings in 
the business picture, the outlook for 
the future is good and Walk-Over offi- 
cials are anticipating a successful sea- 
son. 


Production Started by 
New Shoe Firm 


PHILADELPHIA, PA.—The newly or- 
ganized firm of Gade-Caliri, Inc., mak- 
ers of fine bench made shoes for women, 
which succeeded the Quality Shoe Co. 
of this city at 203-15 Cuthbert St., is 
now actively engaged in the making of 
the new sample line for the Spring 
season, which they anticipate having ‘in 
readiness for presentation by Novem- 
ber 1. 

Since the reorganization of the firm 
the factory has been entirely remodeled, 
new equipment installed, new lasts 
adopted and of course the line entirely 
restyled. 

Lorenzo Caliri is the president of the 
new company and George Gade, for- 
merly connected with the Surpass 
Leather Co. of this city, is secretary 





for samples. 


SALES DEPT.: 223 W. LAKE ST., CHICAGO. 


EDGAR S. KIEFER TANNING COMPANY 


Tanneries at Grand Rapids, Michigan 





BOSTON: LYMAN P. GUTTERSON, 42 LINCOLN ST. 


LIBERTY 1206 





and treasurer in charge of sales. It is 
announced that the policy of the com- 
pany will be to develop a high grade 
line of hand sewed shoes designed par- 
ticularly for the large city trade and 
to fit in the five and six dollar price 
ranges. 


P.S.T.A. Elects President 


PITTSBURGH, PA.—At a recent meet- 
ing of the Pennsylvania Shoe Travelers 
Association at their headquarters in the 
Hotel Henry, here, Herman W. Schue- 
ler was elected president to succeed 
E. B. Craney. 

Mr. Schueler is the representative of 
the United Shoe Mfg. Co. of St. Louis, 
Mo., in Ohio, West Virginia and Penn- 
sylvania. He has been a member of 
the Pennsylvania Shoe Travelers Asso- 
ciation for many years during which 
time he has aided considerably in fur- 
thering the aims of the association. 

Mr. Schueler is now working out a 
plan for the association for the next 
year that should be of great value to 
the shoe travelers. 





United Shoe Co. Salesmen 
Receive New Line 


St. Louis, Mo—The road men of 
the United Shoe Manufacturing Com- 
pany, men’s specialty branch of the 
Brown Shoe Company, St. Louis, were 






























at headquarters recently going over 
the new Spring sample lines. 

Plans involving the most aggressive 
sales and promotional program the 
company has ever adopted were un- 
folded. In addition to the strong style 
appeal in the new samples, special in- 
terest centered in the newly-announced 
line of Joy Stride shoes which incor- 
porates an unusual ventilated sole fea- 
ture. Sales manager, Walter Bruns, 
states that the first announcement of 
this new line brought forth a flood of 
inquiries, 


Illinois Shoe Mfg. Corp. 
Moves Offices 


St. Louis, Mo.—The Illinois Shoe 
Mfg. Corp., which purchased the Pon- 
tiac Shoe Company of Pontiac, IIl., a 
few months ago, has moved its head- 
quarters to St. Louis, but will continue 
manufacturing in Pontiac. 

The executive end of the business has 
been moved to the new St. Louis offices 
and the styling, selling and purchasing 
of all materials and equipment will be 
done through the new headquarters. 

The company has been making a line 
of high style cemented shoes as well as 
dress welts and sports, since July of 
this year and production plans call for 
a daily output of 2000 pairs of ce- 
mented shoes and 1000 pairs of dress 
welt and sport shoes. 
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Martin's 
Scotch 
Grain 
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Famous 

112 Last , 


ONE OF MANY STYLES 
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WORLD FAMOUS 


ENGLISH SHOES 
Now carried IN STOCK 









WRITE FOR CATALOG 


Stocked in 
Widths Sizes 
A 8-12 
B 7-12 
Cc 6-12 
D 6-12 





39 Chapters 
337 Pages 





PHILADELPHIA - 





Distributing Depot for U. S. A. 


MANFIELD & SONS 
1636 Ranstead St. 
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Buy THis Book 


Quick Help for Shoe Retailers 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
“rock bottom” facts. ... It is NOT just another shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 
to his requirements. ... 


“2222 RETAILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 


Ideas for Shoe Selling, 
Advertising Ideas 
Prize, Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
Merchandising Ideas 
Employer-Employee Ideas 
Ideas That 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 
Cash, Credit and Collection Ideas 
Anniversary Sale Id 
Spring and Summer Ideas 
oting Contest Ideas 
Mailing List Ideas 


Dollar Day Ideas 
M ) 
$ 3.00 Va 
POST- 
Please ag 2222 ideas, seven for a cent; one used 
mit with | more than pays for the book. 
order 
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Obituaries 


Victor C. Kempton 


Los ANGELES, CALIF. — Victor C. 
Kempton, 89, died in a local hospital 
on October 25, following a two-weeks 
illness. Death was attributed to heart 
disease. A widow and two children sur- 
vive him. The deceased was manager 
of Mandel’s Seventh Street shoe store 
for the past two years. Previously, he 
was manager of Gude’s Broadway shoe 
store for some fifteen years. Canadian 
born, he enlisted in the Canadian forces 
during the World War at the age of 
fifteen and saw considerable service 
in France, being both gassed and 
wounded. A host of real friends mourn 
the passing of “a real man among 
men.” The store was closed during the 
hours of the funeral services. 


J. F. Wiedelman 


Detroit, Micu.—J. F. Wieldelman, 
manager of the children’s shoe depart- 
ment of the J. L. Hudson Company, 
died on October 23, in his fifty-fifth 
year. Mr. Wiedelman had been in poor 
health for sometime. 

Survivors are his wife, one daughter 
and three sons. Burial was in the 
Lutheran Cemetery, where services 
were conducted by Ashlar Lodge, 
F. & A. M. of which he was a member. 


Howard O. Nelson 


PortsmouTH, N. H.—Howard O. Nel- 
son, 71, a former wholesale boot and 
shoe dealer of this city, died in J. B. 
Thomas Hospital, Peabody, Mass., on 
October 19 from injuries suffered in an 
automobile accident. 

A native of Laconia, he had served 
for the past 30 years as state agent 
and secretary of the New Hampshire 
Society for Prevention of Cruelty to 
Animals. He was also a former mem- 
ber of the Board of Alderman, police 
commissioner and member of the Leg- 
islature, and was prominent in lodge 
and church circles. 

Besides his widow, he is survived by 


four sons. 


Robert E. Bowen 


WILLouGHBy, OHIO — Robert E. 
Bowen, 87, in business in Cleveland for 
53 years as a member of Whitney, 
Bowen & Co., shoe jobbers, died at Wil- 
loughby, Ohio, October 16 after a six- 
weeks’ illness. 

Three daughters and two sons sur- 
vive. 


Bruce Scott 


CoLumBuUs, OHI0—Bruce Scott, a 
salesman for the shoe department of 
the Fashion for the past two years, 
passed away after a short illness. 

Prior to his connection with the 


Fashion, Mr. Scott spent several years 
working for shoe manufacturers. He 
had worked for H. C. Godman, and the 
Julian-Kokenge Co. He also was em- 
played at one time with the Potter 
Shoe Co. in Cincinnati. 





M. Cunningham 


KENTON, OHIO—Meason Cunning- 
ham, 75, who with his father had oper- 
ated Cunningham’s shoe store in Ada, 
Ohio, for 66 years, died October 21, 
leaving his widow, a daughter, and two 


‘sons. 





Mrs. J. F. Royer 


BELLEFONTAINE, OHIO — Mrs, J. 
Frank Royer, 69, who had been asso- 
ciated with her late husband for many 
years in the shoe business, died October 
16 of a heart attack. 


Moves to Larger Quarters 


BROOKLYN, N. Y.—Phyllis Shoe 
Store, formerly at 361 S. Third Street, 
Brooklyn, New York have announced 
their removal to larger and up-to-date 
quarters at 339 Broadway. 

The Phyllis Shoe Store is operated 
by Joseph Greensten formerly with An- 
drew Geller. They are carrying a new 
selection of men’s, women’s and chil- 
dren’s shoes. 
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Mother knows the importance of FLEXIBILITY in her 


own shoes. Foot health and foot comfort depend up- 





on it and she is right in demanding it for her children. 


Selection of proper materials is essential and the 
method of construction must be right. LITTLEWAY 
and UCO LOCKSTITCH shoes provide two sure 
and practical ways of securing the flexibility and 


comfort required by young and active feet. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Sate T. NATHAN 
138 Lincoin St., Boston, Mass. 












PROFESSIONAL oA DANCE SHOE 


LITTLE BOYS AND YOUTHS 
IN STOCK 






DAVID T. NATHAN 
138 LINCOLN ST., BOSTON, MASS. 
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VAUGHAN TOWLE CO. 


A division of L, B, Evans’ Son Co. 
AKEFIELD 














McKinney Named Buyer 


WENATCHEE, WASH.—M. McKinney 
is the new shoe buyer for the Wenat- 
chee Dept. Store, coming here from 
the Rodder Shoe Co. at Fresno. 





J. E. Wesseling Named 


General Manager 

St. Louis, Mo.—James E. Wesseling 
was appointed general manager of the 
Independent Shoe Manufacturers, of 
this city, on October 1. Mr. Wesseling 





JAMES E, WESSELING 


heretofore has been with the company 
as its Pacific Coast representative. He 
has had considerable experience in 
styling and selling pattern shoes, and 
is well acquainted with the needs of 
the retail merchant. 





When Better Automobiles 
Are Built 


NEBRASKA City, NEB.—Forty years 
ago, Fred Homeyer left the assistant 
cashier’s cage in the Merchants’ Na- 
tional Bank of Nebraska City, Nebras- 
ka, and held formal opening of his shoe 
store on September 27, 1897. 

The veteran shoe man credits the 
coming of the automobile for keeping 
him in Nebraska City. During the de- 
pression years of 1912 and 1913, Mr. 
Homeyer was tempted to move to a 
“better” town. About that time im- 
proved models of automobiles were 
placed on the market and the shoe busi- 
ness became better too. Farmers and 
community folks came to town much 
more often and everyone began buying 
more and better shoes. 

As the years have passed, the shoe 
business has changed much too, he says. 
Today the stock must be much larger 
since there are more sizes and many 
more styles. Women’s shoes especially 
come in a greater variety of styles, with 
sizes much larger. 

Mr. Homeyer is now selling shoes to 
the grandchildren of his customers 
back in 1897. His associates in busi- 
ness are veterans also. Alex Bruel has 
been working with Mr. Homeyer since 
1910, and Jack Hall has been with the 
firm thirteen years. 
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WHAT BETTER 
INDUCEMENT 


can you make to mothers to bring 
their youngsters into your Chil- 
dren's Department than to offer 
the same brand of little shoes they 
have been in the habit of buying? 
These trim little Hard Sole shoes, 
produced in sizes 2 to 8, are pro- 
duced by the best known manufac- 
turer of baby shoes in the world. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Monufacturers of Fabric—Cushion—Soft 
Sole—intermediate and 
FLEXIBLE HARD SOLES 
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Canton Shoe Retailers Meet 


CANTON, OHIO—The Canton Shoe 
Retailers Club held one of the most 
enthusiastic dinner meetings of the sea- 
son Thursday night, October 21, at the 
Bolivar Inn. 

A short business session followed the 
dinner. President Ralph Schuter, in 
his address to the group, thanked the 
shoe retailers for the cooperation that 
is being shown in the organization and 
pointed out the benefits derived from 
good fellowship among the merchants. 

Jack Brady of Bon Marché and New- 
ton Knight of the Parisian, were in 
charge of the entertainment and pre- 
sented Stark County’s two leading 
piano accordion players, Billy Fulmer, 
age 14, and Billy Graham, age 15, who 
entertained the members with many se- 
lections. 

Fred Day of Walkers and Henry 
Lash of Hanovers will be in charge of 
the next meeting to be held November 
18. 





Lucy Joins Charles L. 


Pierce, Inc. 


New York — John H. Lucy, well 
known in the leather industry, is now 
associated with Charles L. Pierce, Inc., 
of 2 Park Avenue, New York, and is 
contacting the bag and shoe trade in 
New York City and Brooklyn, as well 
as the shoe manufacturers in Upper 
New York State. 
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is worth a dozen newspaper ads. ”’ 
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That’s what the head of 

a successful shoe chain recently said. 
“And,” he added, “a newspaper ad will 
bring them only as far as the window.” 
Hundreds of retailers spend thousands 
of dollars in newspaper space. But when 
it comes to dressing their windows they’re 
content to throw in shoes just as they 


PROTECTED BY AMERICAN 


"Spring to vw Fairy forms 


SHOE FORM CO. 


NEW YORK 
UNITED LAST CO., LTD. - MONTREAL, CANADA 


AUBURN ® 


For further facts, call the nearest branch 
office of the United Shoe Machinery Co. 


IAcensed Manufacturing Branches: 


Northampton, England @ 
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‘ND FOREIGN PATENT’ 


come out of the boxes — creased 
wrinkled and out-of-shape. 








and 


For the price of a single newspaper ad 
you can buy enough “Spring-To-Fit” 
Fairy Forms to make every shoe in your 
windows look like a million dollars. Write 
for our leaflet of prices and types today! 





Melbourne, Australia @ Paris, . France 


@ Frankfurt, Germany © 
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Store Celebrates 
93rd Anniversary 


POUGHKEEPSIE, N. Y.—Moore’s Shoe 
Store here, in conjunction with this 
city’s celebration of its 250th anni- 
versary, is celebrating its own anni- 
versary of 93 years of active business. 
This store enjoys the unique record of 
being Poughkeepsie’s second oldest re- 
tail establishment and also the oldest 
family shoe store in the United States. 

When Moore’s was founded in 1844 
by the father and grandfather of the 
present owners, Poughkeepsie had only 
7000 inhabitants, there were only 25 
states in the Union, General John Tyler 
was president, and boot and shoe prices 
were quoted in shillings. 

This store is proud of the fact that 
they now serve great great grand- 
children of their original customers and 
although old in tradition, the store is 
up-to-the-minute in its ideas. It was 
the first store in the Hudson Valley to 
install an orthopedic department, first 
to use automatic devices for registering 
correct type and fitting for assured 
posture, first to advertise by airplane, 
first to individualize fitting according 
not only to the feet but as to how and 
where those feet were going to use the 
footwear. 

They have always been a family shoe 
store and make it a point to stress 
authentic recognized styles rather than 
fads. They are even now making plans 
to celebrate their 100th anniversary. 





Tupper Stylist on 
Tour of Country 


NEw York — “Bernie” Bernstein, 


stylist for Tupper, Inc., and director 
of sales for that company, is on a 





B. BERNSTEIN 


flying trip through the important cities 
of the Mid-West. He will cover impor- 
tant fashion centers such as Chicago, 


St. Louis, Cleveland, Cincinnati, De- 
troit, Toledo and Columbus. 

Leaving immediately after the Shoe 
Fashion Guild Showing at the Biltmore 
Hotel in New York, Mr. Bernstein is 
carrying with him the new Tupper line 
of Cruise and Spring creations. Be- 
cause of the brilliance of the new 
Tupper originations, his tour of the 
Mid-West is expected to prove highly 
successful. 


Airline Adopts Hosiery 
For Stewardesses 


St. JOSEPH, MicH.—The American 
Airlines have officially adopted the 
hosiery made by Cooper, Wells & Co. 
as part of their stewardesses’ official 
costume. 

Cooper, Wells & Company in an- 
nouncing this fact have sent out to 
their dealers small folders, cleverly 
printed, showing these high-flying girls 
and their new hosiery, as well as post- 
ers for window display. 





Lloyd Heads Racine Retailers 


RACINE, WIs.—Thomas A. Lloyd was 
elected president of the Racine Shoe 
Dealers’ association at a dinner meet- 
ing held recently at the Hotel Nelson 
here. Other offic2rs named are Edwin 
Stilb, vice-president, and Lester 
Augustine, secretary-treasurer. 
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Shoe Man Ill 


_ ELyria, OH10—Thomas Gray, well- 
known shoe retailer in this town and 
throughout the state, is confined to his 
home because of illness. This is the 


first time in 58 years that Mr. Gray has 
been away from his store on account 
of illness. 

His many friends in the shoe trade 
are sorry to hear of his illness and join 
together in wishing him a complete and 
speedy recovery. 





Trade Literature 
New Lucey Catalog Issued 


MippLeBoro, Mass. — Fifty-four in- 
stock styles are pictured and described 
in the new Fall and Winter catalog 
just released by the John E. Lucey 
Shoe Company of this town. Illustra- 
tions are large-size photographs of 
shoes in actual colors, so well done 
and well printed that every detail is 
clearly visible. Three lines of shoes are 
presented: the Plymouth Footmaster, 
the Plymouth and the Kingston, of 
which the Plymouth Footmaster is the 
feature shoe, added to the line after 
extensive research. This line, adver- 
tised as being “moulded to the foot,” 
embodies the best accepted principles 
of arch construction, metatarsal sup- 
port which is given by a specially 
prepared springy compound and hand 
moulded, flexible innersoles with which 
the metatarsal support is placed in 
accurate relation. The Kingston shoe 
is made by the Leonard & Barrows 
Shoe Company, which is affiliated with 
the John E. Lucey Shoe Company. 





James Duval Injured in 
Auto Accident 


Kansas Crry, Mo.—James Duval, 
sales representative for the Kirkendall 
Boot Company, the Huntington Shoe 
Corp. and the Gerberich-Payne Shoe 
Company, is confined to the Research 
Hospital in this city as a result of an 
automobile accident on October 14. Mr. 
Duval’s right leg was fractured but 
outside of that he was not seriously 
injured. He will be confined to the 
hospital for several weeks to come but 
he says that he will be back in his 
territory as soon as possible. 





Detroit Retailers Hold 
Meeting 


DETROIT, MicH.—The Detroit Retail 
Shoe Dealers Association held its first 
Fall meeting on Tuesday, October 12. 
Plans for the season’s activities were 
discussed as well as plans for the an- 
nual convention of the Michigan Shoe 
Dealers Association to be held in De- 
troit, Jan. 9-11 at the Hotel Statler. 
Clyde K. Taylor, vice-president of the 
Stuart J. Rackham Shoe Company, was 
appointed convention chairman. Other 
convention committees will be an- 
nounced at a later date. 


T. S. Childs, Jr., Named 


Store Manager 


HARTFORD, CONN.—Thomas S. Childs, 
Jr., member of the Holyoke, Mass., 
family which has been identified with 
shoe retailing for many years, has been 
named general store manager and wo- 
men’s shoe buyer for the W. G. Sim- 
mons Corp., Pratt Street, this city. Mr. 
Childs has been connected with the 
Simmons store since 1923, coming to 
Hartford after serving as an assistant 
buyer for R. H. Macy & Co., New York. 
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WORRYING| 
Specify 


@ 


The aniline dyed, color fast, nap- 
sueded leather that is dependable 
as well as economical. Most man- 
ufacturers use it now. Most re- 
tailers prefer it. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 











He succeeds O. C. Martin, who recently 
retired after 40 years of service. 

Ralph J. Murphy, a Simmons sales- 
man during the past year and previ- 
ously connected with shoe stores in 
Greenfield, Springfield and Holyoke, 
Mass., has been appointed buyer of 
children’s shoes. George J. Minnery, 
who recently sold his own shoe busi- 
ness in Hartford and whose experience 
in shoe retailing covers 15 years, has 
joined the Simmons staff. 





Plan New Shoe Store 


NEw BRUNSWICK, N. J.—The pro- 
posed construction of a new store to be 
located at 80-84 Church Street, is an- 
nounced by the Boston Shoe Store, 
86-88 Church Street. The new build- 
ing is expected to be completed early 
in 19388. 

The front of the proposed structure 
will be divided into three units. The 
central unit will be 25 feet wide and 
will extend the complete length of the 
building, 105 feet. This unit will be 
occupied by the Boston Shoe Store. It 
will be flanked on either side by smaller 
units which will not extend to the full 
depth of the building. These units will 
be rented by the shoe company. The 
complete building will be 54 feet wide. 

The plans provide for rest room facil- 
ities for both men and women. The 
building will be equipped with an oil 
heating unit. 
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Foot Saver Salesmen Preview Spring Line 





The new sales salon in the factory of the Julian & Kokenge Company which was 
opened for the first time at the preview of their new Spring line. 


CoLumBus, OHI0O—The Julian & 
Kokenge Co., manufacturers of Foot 
Saver shoes, here, closed their semi- 
annual sales conference with a dinner 
at the Deshler-Wallick. 

A preview of the Spring line was 
presented to the dealer guests in the 
new French Colonial formal Sales 
Salon at the factory. This new Salon 
is decorated with French Gray walls 
and ceiling, green floors with an ivory 




















HARLAN G. RHOADS 


inlay. The shoe fixtures of chromium 
are recessed at each end of the salon 
with a background in pastel yellow. 


In Sole Leathers ... Just As There Is... In Spark Plugs 

i If a spark plug lacks stamina and staunchness, if it is of faulty construction and poor workman- 
ship, it soon loses its zest for power and performance. And so it is with sole leather. 

Because U. S. Leathers have proven over a vast number of years that they possess stamina and 
staunchness, that they carry wearers on and on to a full measure of foot ease and comfort, 
they are the premier selection of discriminating leather buyers. 


The UNITED STATES LEATHER COMPANY 
27 Spruce Street, New York, N.Y. 


The architect was E. J. Scarlett and 
the John F. Rees Co. furnished the 
chairs, tables and draperies of cordu- 
roy velvet which are hung before a 
glass block window. Carrier air-con- 
ditioning was installed by the Colum- 
bus Heating & Ventilating Co. 
Herbert Lape, Jr., vice-president and 
sales manager, presided at the dinner. 
H. N. Lape, president, addressed the 
meeting on the subject “Business Pros- 
pects For the Coming Season.” The 
dealer guests and others who spoke 
were Howard B. Lape, treasurer, and 
V. Bernagozzi of Jordan-Marsh Co., 
Boston, Mass.; V. V. McBryde of Mc- 
Bryde Boot Shop, Detroit, Mich.; Joe 
Nathan of Block & Kuhl, Peoria, IIl.; 
T. W. Broadwater of Propst-Childress 
Shoe Co., Roanoke, Va.; A. B. Thomas 
of J. Goldsmith & Sons, Inc., Memphis, 
Tenn.; General Cary Spence of Spence 
Shoe Co., Knoxville, Tenn.; Paul O. 
Kuehn of South Bend, Ind; J. H. 
Roberts of Stone Shoe Co., Cleveland, 
Ohio; C. Hollaway and W. Bias of the 
Foot Saver Shoe Shop, Inc., Columbus, 
Ohio; T. Kilcrease of the H. & S. 
Pogue Co., Cincinnati, Ohio; J. C. Mc- 
Grew and John Morgan of Dil Broth- 
ers & Co., Parkersburg, W. Va. 
Harlan G. Rhoads, who joined the 
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Ballet Slippers 
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BALLET SLIPPERS 











$1.20 $1. 
BROOKS SHOE MFG. CO. 


| Swanson and Ritner, Philadelphia 
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Nurses’ Shoes 
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Flexible, Shape Retaining 
NURSES' OXFORDS 


Made on the 
New OSCO 
Process 


IN-STOCK 


* 





















No. 2000 
Sue, 
ee 
Ne. 2005 
White Kid 


a-D. 3% tos 


OWENS SHOE Co. 
28 Goodhue St., Salem, Mass. 











Julian & Kokenge Co. in 1914, was 
honored by his associates on the sales 
force, and the company with the pres- 
entation of a wrist watch and a 
framed picture of himself taken 23 
years ago. This photograph appeared 
in the trade press of that date along 
with the story of Mr. Rhoads’ previous 
business history. 

Mr. Rhoads had been an attorney 
and sales manager of the C. & E. Shoe 
Co. of Columbus, before joining the 
Julian & Kokenge to cover Indiana, 
Illinois and part of Wisconsin. 

During the dinner, Mr. Rhoads re- 
ceived telegrams of congratulation 
from W. A. Julian, treasurer of the 
United States, and from Mayor Hall 
Walker of Ranger, Texas, which is 
celebrating its 20th anniversary on this 
date. Mr. Rhoads “made” Ranger in 
the good old days. 

The company’s advertising plans 
were presented to the salesmen by 
J. T. Aubrey, president, and J. J. 
Finlay, vice-president of Aubrey, 
Moore & Wallace, Inc., Chicago, their 
advertising counsel. It was announced 
by Herbert Lape, Jr., sales manager, 
and H. D. Erk, advertising manager, 
that newspapers, magazines, direct 
mail and display material appropria- 
tions for Spring would exceed that of 
the past season. 





Merdes With Empire - 
Specialty Footwear Co. 


OweGo, N. Y.—Henry Merdes, Jr., 
has been appointed sales representa- 
tive of the Empire Specialty Foot- 
wear Company, a subsidiary of the 
Endicott-Johnson Corporation. He will 
sell their better grade women’s novelty 
footwear, Sbicca construction, in the 
New England States, New York State, 
Pennsylvania and Michigan. 













HENRY MERDES, JR. 


For the past year Mr. Merdes has 
been with the J. P. Smith Company of 
Chicago, selling their J.&T. Cousins 
shoes. His former positions have been 
with the Western States Shoe Mfg. 
Company of Los Angeles, as sales man- 
ager and style man; buyer and mer- 
chandise manager of Lane Bryant shoe 
departments; buyer of shoes for F. & 
R. Lazarus & Company of Columbus, 
Ohio; buyer and manager of Queen 
Quality stores in New York City; 
buyer of women’s and children’s shoes 
for Stern Bros., New York; manager 
of I. Miller & Sons’ 42nd Street store, 
New York, and manager and buyer 
of Regal Shoe Stores in New York. 





C. P. Ford “Goes National” 
With Branded Line 


New York — Coincidental with the 
showing of Spring lines, attended here 
this week by hundreds of leading shoe 
retailers from all over the country, 
C. P. Ford & Company of Rochester at- 
tracted great numbers of visiting shoe 
merchants to its own show, with daily 
luncheons and cocktail parties in the 
Terrace Garden room at the Hotel Lin- 
coln. 

This great interest was occasioned 
by the startling announcement that 
C. P. Ford & Company, after sixty-two 
years making high quality shoes un- 
branded, is now “going national’ with 
a newly branded line of “Step-In-Life” 
shoes. 

In explanation of this new policy 
Jack Galway, sales-manager of C. P. 
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ELAM'S 


PRE- 


















509 White Elk 
Moccasin toe 














Mothers’ choice for their children because 


they are: 
NEATLY STYLED—for dress. 


STURDY—to withstand hard play. 
SCIENTIFICALLY BUILT—to give 
proper fitting, healthful support and 
comfort. 
Elam Pre-Welts are IN STOCK for immedi- 
ate delivery. Send for our catalog. 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 
DISTRIBUTORS 

NEW YORK: 439 Marbridge Bldg. 

BOSTON: Lane Bros. 

NEW ORLEANS: B. Rosenberg & Sons 

LOS ANGELES: Boston Shoe Co 















































Ford says: “No longer are we going to 
hide our light under a bushel. Starting 
with this coming spring season we’re 
going right to the consumer and tell 
them about the shoes we make in big 
city newspaper and national periodicals. 
This past decade there’s been a grow- 
ing movement to out-of-doors activity. 
The day of the lady on the chaise- 
longue is past. And since C. P. Ford 
is one of the oldest, largest and best 
known makers of fine walking shoes in 
America, we’re going out to tell the 
world about ourselves.” 

Questioned further about the choice 
of the name “Step-In-Life” shoes, Mr. 
Galway said: “The word life symbolizes 
the use of our shoes—life in action, 
people going places. And that name 
embodies the whole spirit of our cam- 
paign which is going to be unique, 
chock-full of human interest, unlike any 
advertising that has ever been con- 
ceived for shoe promotion and publicity. 
It’s going to be perfectly attuned to 
the tempo of modern-day life itself. 

“Naturally,” Mr. Galway added, “in 
adopting the name of ‘Step-In-Life’ 
we’ve had to do things to enliven the 
styling of the shoes themselves. We’ve 
done things never attempted before in 
the design of here-to-fore walking 
shoes. We’ve endowed them with grace 
and beauty, and made them truly 
fashionable at no sacrifice of the com- 
fort and sturdiness sought for in fine 
walking shoes.” 
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STRENGTH 
SECURITY 
ECONOMY 







UNISHANK 
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UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 

















Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 






UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
















THE TICKET 
AUN BDY (Gyan) 
| 0é 
/ 

CHRISTMAS 
DISPLAYS 
Appropriate Xmas deer de- 
sign with bright red back- 
ground and text in marine 


blue. Harmonizing ticket in 
red, green, and white. 














CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest. window display fix- 
tures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 









DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 








14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35c each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 




















WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 
















Polly Cli 
Pouy Cure for Price as — adit 
































for Price Tickets —Tilt at any angle. 

Yo Grote ...cccscccess $2.25 
ee en $4.00 : 
Recorder Stock Record 7 © 

Tickets 

. for shoe cartons. Cyclone clips 
Natural View included: sssaesee 

SHOE HOLDER 500 vases 










Polly Shoe Holder ei am 
To display arch, branded, and 
fibre-sole shoes. Always re- Ptee.......... 
mains in upright position. 
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Pat. Pending 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 






12 dozen (printed or blank)...... $2.00 
6 6" = Fe a SA 1.10 
eS . 2 : ee eee 0.25 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5.00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 


their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. : 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 





























SERVICE | MONTHLY CARDS HOLDERS | tickers 
Ne. | $5.00 12 6 100 7 
* Ne. 2 4.00 8 4 100 
Ne. 3 3.00 6 2 50 
~ Ne. 4 2.28 4 2 50 














Christmas designs . . 


FOR ITSELF 


/Miccl Coupor Vor! 





ee | 
INCREASED BUSINESS 








X-3 


. X-1 and X-2—red and green design on 


white background. X-3—black, red, and gold on white back- 
ground. Black prices. 


Size: 1/2” x 234”—Prices on opposite page. 








“N”:; Light brown 
board. Design in 
orange and dark 
brown. 
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SERVICE 


CARD 


SHOW 


(Cross out 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 























ANNUAL 


- per year, payable 


For this service we will pay 
$ 


FOR 


MERCHANTS 


For 


per month. 


cash in advance, full year’s 


service, 5% discount. Checks 


from foreign subscribers 
must be drawn on U. S. 


STORE NAME —————SSSSE~]SSSS i 


banks, or include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 


OWNER SSS 


SRE SSS 


NSS STATS 


for 


additional 
card holders. 


month 
each month’s service deliv- 


der, we agree to pay $1.00 
ered, and agree to return the 


per 


SERVICE DEPARTMENT 


BOOT € SHOE 
K cay 


209 S:STATE ST: 


CHICAGO-ILL: 





4 Cheek, with erder, please. unless C.0.D. preferred 


COUPO 


Please enter our order for 


the 


VEMBER, continuing month- 


for Card 
+++, CON- 


card hold- 


ly for one year, 


Service No. 


sisting of ......... 


ers (with the first month’s 
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SALESMAN WANTED 


SALESMAN WANTED 





POSITION WANTED 











welt sport shoes. 
territories. 





WANTED: SALESMAN FOR CHICAGO TERRITORY, ALSO SALES- 
MAN FOR DETROIT AND MICHIGAN 
by concern established 75 years manufacturing and stocking popular price 
Good nucleus of business already established in both 
Commission basis, no drawing account. 
cessful records need apply. All inquiries treated in strictest confidence. 
ADDRESS F-557, c/o BOOT AND SHOE RECORDER 
140 FEDERAL STREET, BOSTON, MASS. 


Only men with suc- 

















Are You a Producer? 


Do you sell Department and Retail 
Stores? 

We have a branded line of Women’s 
smartly styled corrective shoes to re- 
tail at $4.40 a pair. We also have a 
fast line of Women’s novelty shoes for 
the $3.00 and $4.00 retailer. 

Both lines carried in stock. 

Please give us complete details about 
yourself in first letter. 


CHARING CROSS SHOES, LTD. 
147 Duane Street, New York City 

















MISCELLANEOUS 





O LD established firm manufacturing Chemical 
Specialties for the Leather Industry, with 
extensive connections in Great Britain and the 
British Empire, is open to entertain additional 
lines in the way of products used in the manu- 
facture of leather. Full staff of Technical Ex- 
perts employed. Address F-554, care of Boot & 
Shoe Recorder, 239 West 39th Street, New York, 
% # 





BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





SALESMAN, with real ability, to invest mod- 

erate capital in active stitchdown business. 
Excellent proposition. Address F-556, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





FOR RENT 





HOE DEPARTMENT FOR RENT in well- 

established women’s ready-to-wear store, 100% 
location in Duluth, Minnesota. Good space, 
equipped with modern fixtures. No money to 
invest except furnish a good line of $5.00 to 
$8.50 style shoes. Address BUD’S STYLE 
SHOP, 11 West Superior Street, Duluth, Minn. 





WANTED TO LEASE 





SPACE in Department Store or Men’s Cloth- 
ing Store in the South to sell medium and 
better grade of men’s shoes. Will buy present 
stock if reasonably priced. Address F-559, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


TTENTION SHOE MANUFACTURERS. 
Salesman with entree to all better accounts 
in Chicago and Middle West will be available 
November 15. References and sales record will 
stand close scrutiny. Prefer women’s shoes to 
retail $8.50 down. Commission basis. Main- 
tain sales office in Chicago. Replies confiden- 
tial. Address F-555, Boot and Shoe Recorder, 
209 S. State St., Chicago. 





S ALESMAN— young man 15 years experience. 
Good salesman for family or specialty shop. 
Address F-558, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





RE you looking for a live wire Shoe Man? 
Can buy, manage, promote, systemize your 
stock—window trimmer—also _ sell. Volume 
$250,000 to $3,000,000. Men’s, women’s and 
children’s shoes. Medium and better grades. 
Address F-560, care Boot & Shoe Recorder, 239 
West 39th Street. New York. N. Y. 





MERCHANTS’ NEEDS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 


MANOLIS 
Manufacturing Company, 
4246 ord 


. Cra Ave., 
Chieago, Ill. Side Line 
Salesmen Wanted. 















MILITARY 
SHOE 
STAND 








HERE'S A SELLING HINT THAT 
WILL SELL MORE MEN'S SHOES 


Display men's shoes this ge ge way. 
pokey, them as a man sees his shoes right on 


is feet. 

This efficient shoe stand gr. the shoes and 
holds them in the identical position a man holds 
his feet while seated. And by placing them in 
your window as illustrated, you'll be showing your 
men's shoes to a better advantage. And be 
making a stronger bid for your men's business. 


$6.00 a dozen $3.50 half dozen 
M. D. POLLINGER CO. 


Holland Bidg., St. Louis, Mo. 











WHAT 

THIS > 

WILL 

DO 

FOR 

YOU P. 
BR. 


SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Satisfied customers return 
2 ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 
Write for Deseriptive Folder 
‘acteries effering Brannock 





Devices 













THE BRANNOCK DEVICE CO. 


SYRACUSE, N 











mum charge, 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate tor “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. i 
When a box number is desired twelve words should be added for the address. 


The rate ior all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
(== Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 


Minimum charge, $1.25. 
In all other cases each word of the 
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WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180, 518! 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















First Round in the 
Spring Shoe Shows 


[CONTINUED FROM PAGE 22] 


ber of smart Spring shoes. 

In materials, everyone is talking 
gabardine and talking big, too, at least 
as much as last year. Some fancy 
gabardines on the market may add a 
novelty interest to this material. In 
other fabrics, linen and mesh are im- 
portant for the real Summer and cruise 
shoes. A tweed material is also shown. 
Trimmed in suede it strikes a defi- 
nitely effective sport note. Colored kid- 
skins for early Spring wear; some 
colored suedes for later, calf, especially 
in brown for all season, grained calf 
and kid, usually in white for sport 
wear—this is the line-up. 


The Color Question 


What about color for the coming sea- 
son? There are three angles to this 
question—colored shoes, white with 
color, and all-white. For early Spring, 
colors are naturally in the lead, except 
for Southern and cruise wear. The 
brown, rust family—someone has called 
it the “chow” family and covered a 
multitude of tones—is unusually big in 
both smooth calf and reversed leathers. 
Reds, greens and many blues, usually 
in two-tone or ombré effects, are espe- 
cially good in reversed leathers. A 
warm beige with a slight mustard cast 
is being tried in suede or gabardine 
with a smooth leather trim in brown. 
Ombrés in beige, brown and rust, or 
grays and black, are seen as well as 
the very popular blue ombré. There is 
« little gray. Multicolors are not very 
popular except in a few very colorful 
resort shoes. 


MERCHANTS’ NEEDS 








CHRISTMAS DISPLAY 
MATERIALS 


IN STOCK NOW 


A Complete Line of Draping 

Material, Floorings, Display Pieces 

and Designs for Shoe Stores. 

Sample Line Mailed Promptly On 
Request 


Arrow Decorating & Fixture Co. 
19 S. Fourth St., Philadelphia, Pa. 














White or white with color is still the 
real staple for Southern and cruise 
wear just as it is for Summer. More 
colored trims in smooth calf on white 
reversed leather will probably be soll 
this year. To the perennial brown and 
occasional black trims of past seasons, 
brighter blues are being added. As the 
Summer advances, however, more and 
more all-white shoes will be sold, espe- 
cially in dressy white kid. 


White Trims for Dark Shoes 


The newest note is the use of white 
trim on black or navy shoes. The 
amount of white varies from narrow 
pipings to large areas including the 
heel. The effect is often striking. The 
advantage of a shoe to wear with 
either dark or light Summer clothes, 
either in or out of town, is obvious. 
This treatment has been applied to both 
leathers and fabrics. 

Trimming details take first place in 
importance in every type of shoes. 
Plain shoes just don’t exist in this 
year of grace. Even the smooth sur- 
face of an untrimmed opera pump is 
broken by an intricate design in per- 
forations. The same is true of tailored 
oxfords. In the dressier shoes there is 
an endless variety of treatment in com- 
binations of materials, elaborate stitch- 
ings, pipings, overlays, lattice work, 
thong lacings, pinkings, buttons, and 
bows. Never have such uses been made 
of perforations in so many sizes, shapes 
and pattern effects and small patterned 
cut-outs. Not for many years have 
bows been so prominent. In almost 
every case it is the front of the shoe 
on which the attention is focused, 
Spring shoes have a look of “lift” of 
flight, even in the lowest cut. 





Advertises Farm Shoes 


on Radio 


CHIPPEWA FALLS, WIs.—The Chippe- 
wa Shoe Manufacturing Co., makers of 
men’s work shoes, has arranged a spe- 
cial broadcast each Tuesday, Thursday 
and Saturday at 7:30 A.M. over WHO, 
Des Moines, Ia., to promote the sale of 
its farm shoes, manufactured to resist 
various barnyard acids. 
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LEARN ADVERTISING 


Y AT VIO1MC 





F you are an executive, a junior 

executive, or a person with good 
background, you will find the Vincent 
Edwards Correspondence Course in 
Advertising educational: interesting: 
valuable! 

It is a high-grade course, on an im- 
portant subject, the knowledge of 
which will make you a more effective 
business person. 

It teaches how to write: it teaches 
advertising: it teaches merchandis- 
ing: it develops clear thinking on busi- 
ness subjects. It is an advanced course 
for mature people. 

Write today for the free booklet 
... it is interesting, inspiring and well 
worth reading. 


VINCENT EDWARDS 
ADVERTISING COURSE 
342 Madison Avenue New York City 

















Inadequate Profits 
Are Blamed 


[CONTINUED FROM PAGE 48] 


weeks, tanners feel that the situation 
can in no wise be termed a deadlock. 
There has been a fairly active trading 
in small packers hides and country 
hides during the past two months and 
the buying of South American hides 
has been large. Such trading, has re- 
flected a decline in hide prices of about 
25 per cent, Irving Glass, Tanners’ 
Council economist, finds. Until the 
large packers take cognizance of this 
situation, it is not to be expected that 
tanners, whose stocks are not at the 
present time depleted and whose sales 
to manufacturers are inactive, will do 
much buying. The consensus of opinion 
among the tanners present was that 
the situation will work itself out if 
given time. 

It was felt that hide prices in 1938 
would not reach the high of 1937 but 
on the average would be slightly below 
the 1937 high, also that the year as 
a whole will see the recurrence of a 
stable balance in the supply and de- 
mand equation with generally higher 
prices than current. levels. 

All officers of the Tanners’ Council 
were reelected at the meeting of the 
Board of Directors on Thursday eve- 
ning, October 28. Carl F. Danner of 
the American Hide & Leather Com- 
pany, was reelected chairman of the 
board. Other officers reelected are as 
follows: Henry M. McAdoo, U. S. 
Leather Co., vice-chairman; Frank H. 
Miller, G. Levor & Co., treasurer; 
Merrill A. Watson, executive vice-pres- 
ident, and J. Louis Nelson, secretary. 
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November Opens Season 
For Formal Footwear 


[CONTINUED FROM PAGE 46] 


licity of seven Fifth Avenue windows. 
Models so definite in chic, so dazzling 
in variety, that you are likely to rate 
this as the most spectacular shoe dis- 
play of our times. Night sparklers, 
fiery with sequins. Baroque beauties 
of pink and silver kid. Jewel-rich 
slippers in Durbar brocades from 
India, Exquisite ankle-high tea boots. 
Afternoon antelopes and suedes. Ox- 
fords, pumps, glove-soft ghillies, brass- 
hook brogues ... a multitude of 
models to indulge you in the luxury 
of finest shoes. Hand-made by Delman- 
trained bottiers. Shown on this page— 
a baker’s dozen of designs as a glimpse 
of the sweep and brilliance you will 
find in Delman’s Winter collection.” 

When a great Fifth Avenue estab- 
lishment can thus devote seven win- 
dows to footwear at the very height 
of the season, and a full page in a 
leading metropolitan daily to adver- 
tise the fact, it’s high time for the 
average merchant, whether he happens 
to be on a fashion thoroughfare or a 
Main Street, to recognize the fact that 
windows do play a vital part in shoe 
merchandising and that they deserve 
the most thoughtful attention of every 
retailer in their planning and prep- 
atation. 

And, speaking of ghillies and oxfords, 
many of the Fifth Avenue shops are 
featuring these walking types, which 
are just the thing for football games 
and other Autumn sport events. Ty- 
rolean types were featured promi- 
nently by one of the shops and low 
heel walking shoes in a variety of 
styles and colors are very much in the 
picture for current window promotion. 


Marshall Bee Joins Selby 
Sales Staff 


Los ANGELES, CALIF.—Marshall Bee 
resigned his position as manager of 
the third floor women’s department in 
the Gude shoe store to accept the posi- 
tion of California representative for 
the Selby Shoe Co. of Portsmouth, 
Ohio, in their Arch Preserver division. 
He succeeds A. V. Wolcott, who has 
long been the Selby salesman in this 
section and who has given up traveling 
to “just play around” as he expressed 
it. Mr. Bee has been selling Arch Pre- 
server shoes for Gude’s for the past 
fifteen years. 





Installs New Front 


LANSING, Micu.—Construction work 
has been started on a new structural 
glass front for the Max Harryman 
Shoe Company here. The firm has al- 
’ ready installed a large neon sign as a 
forerunner to its remodeling and reno- 
vation program. 
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# Buying Cpuide 


BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa.............0.. 000 0c ce eee * FAY Mints 60 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..... 000.000... 0.0 cece cee eee ees 58 
CONNELL, J. M., SHOE CO., S—Braintree, Mass... 2... cece cece ee 58 
EY BUI in, DTWIIET: MAINT 6 oi. ece 55 5.50 5c ose sen bb as cea camee ce ee% 43 
CRADDOCK-TERRY COMPANY, Lynchburg, Va..........0.00.0 000 cece cee cee eens 14 
DANVERS SHOE CO., Newburyport, Mass..............0. ccc ccc cesctvvcuceevceee 44 
DOUGLAS; W:.1,, Soe CO. Brockton, Mass... 250. SS eee 50 
Rea Ws eer IN OE EMIONIOITOE, Vows. ccc ccc ccc ccnscucccccrcteobeccecesevoud 60 
ENDICOTT-JOHNSON CORP., Endicott, N. Y........... cece cece eee eeeeeeens 6, 7 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo... 2.0... ccc ccc ccc cee ccc cc ees 16 
GREAT. RAD ere ert rs BOSTOR, MAGS. oc ccc ccc cc evcbesccsccdeues 58 
a oo ii5s c ciereiseis one coves waveteccecnevewsle i 
HANNAHSON'S SHOE CO., Haverhill, Mass........... 0.0. ccc cece eee ec eeeaens 46 
HOOD RUBBER COMPANY, INC., Watertown, Mass..............0.c ccc ecececeuee 10 
INFORMAL FOOTWEAR COMPANY, St. Louis, Mo............0cc ccc cece eee eueaes 4l 
JARMAN SHOE COMPANY, Nashville, Tenn............0000 00 cc ccc cece ce ence 12, 13 
OAAOT ttt ae NIE TINIE, Fes cies ccc te ccc cee ccuccvscecbcccececesdeceuee 54 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................... 8,9 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.............. 00s eee ceeeceecues 56 
MUSEBECK SHOE COMPANY, Danville, Ill........ 000000 ce eee eee eee eee 5 
Ee ION, BENE 8g os cc ccecescecceeceseeeeyesbecescotsetcese 56 
NUNN-BUSH SHOE COMPANY, Milwaukee, Wis..............0.. ccc cee eee 3rd Cover 
or I TD. in w twicle ba Mineele pile Meces = occawecvenesseon 60 
UNITED STATES RUBBER PRODUCTS, INC., New York City.................. Front Cover 
VAM AR ee eee Seem, Wareneld, Mass... 0.5. ccc cece cc ccc cwssvee 56 
VITALITY See et, Shs Louis, Mo. oo lec ccc ce weceaveaees 1 


LEATHER AND OTHER MATERIALS 


PRI as Cy Ge PH VOIR. ois o.iincec crews bin cde ee odenle cee secsesyes gue 45 
AMERICAN HIDE & LEATHER CO., Boston, Mass..............0 0c cc eee ee ee eee eens 39 
Ct PII SE BTM, WOES... oor kk ccc tees ccecsncescccsece 4 
GOODYEAR TIRE & RUBBER CO., Akron, O...........0. 00. ccc cece cect eee ceeeeeee 31 
GUTMANN & COMPANY, Chicago, Ill........... 00.0 c cece eee eee eee Back Cover 
KIEFER, EDGAR S., TANNING CO., Chicago, Ill... 0006. ccc cee ee eee 53 
Ee AR VOPR COLI, 65 oi cre eed ok oa eles oU sarees ood oso boeee 2, 3 
CORNET A IRIE Osco cc bcc coces see decccccveeeeedecscctaetiee 29 
RUEPING, FRED, LEATHER CO., Fond du Lac, Wis.............. 00. cee ee eee 2nd Cover 
SLATTERY BROS. TANNING CO., Boston, Mass........... 00.00 c ccc eeeceeeceeeeees 58 
SURPASS LEATHER CO. Philadelphia, Pa........ 0c. ec cee ep ececccecencvece 47 
UNITED STATES LEATHER CO., New York City............. 0c cece eect e cee c cence 59 


MACHINERY, LASTS, MFRS.' SUPPLIES, DRESSINGS, ETC. 


SVERETT &. BARRON MO. Providence, R. 1... 66. ce ecb kc cece cece 42 
ROPE y P Ca ORTON, WINER... oi. oc ic hace ap be cinie saecceececncecs 55 
UME SI US ga ee ae Ae a os nieces besottincndlad Wee's « 49 
USTED EAST GOMPAIET, Boston, Maes... 6.05 cock he cic c ec c ence cc beccctcce 34 
UNITED SHOE MACHINERY CORP., Boston, Mass........... 0.0.00 cece eee e eee 33, 6! 


STORE EQUIPMENT AND ACCESSORIES 


ARROW DECORATING AND FIXTURE CO., Philadelphia, Pa...................005. 65 
GRADINOCK DEIe Gn SYFACUII I. Vo. iccciac dees vcecieececcceussesswenention 64 
GRAND RAPIDS STORE EQUIPMENT CO., Grand Rapids, Mich................... 37 
MANOILIS MANUFACTURING CO., Chicago, Ill............0.0 00000 c ccc eee e es 64 
POLLseeGGn, MD. Oo. St. Lovie, Mow. oii csc eee ccc cece es ccebede’s 64 
SCOTT FOOT APPLIANCE CO., Omaha, Neb.............. 00.00. cece eee eee eee 48 
SPI GO. PAGDRIE, EN idle. 6c ce Bo RS UU eis oh UU ee Tawa 57 
MISCELLANEOUS 
WI IEF  INOW. VOR UY, ooo. kee ceric cccececceeneiecwseeesanne 35 
BARIS SHOE COMPANY, New York City..............0 00 ccc cece cnet e eee e eens 65 
IRVIN RUBIN, New York City.................0.0005- pie DA Arh ad ee Re aaa 65 
KIRSCH-BLACHER CO., INC., New York City........0.0..0000 0.00 cece cece cece eeee 65 
STEPHENSON LABORATORY, Boston, Mass.............0cc cece ee cee cece een eeee 64 
VINCENT EDWARDS ADVERTISING SERVICE, New York City..................0... 65 
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Read Why Kali-sten-iks 
NEW 9, proved filly LASTS 


ARE A CAPITAL ASSET FOR YOUR STORE 


The Gilbert Shoe Co. 


THIENSVILLE, WISCONSIN 


NEW YORK: 541 MARBRIDGE BLDG. 


LOS ANGELES: HAYWARD HOTEL 
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PATENT. LEATHER 


We have always been specialists in the making of white patent leather . . . 
first as pioneers in the field and now as the world’s largest producers. The 
leather expert who made it a practical, workable finish developed Colonial 
Sno-White in one of our plants. His work on white patent is still confined 
to Colonial. @ You know, therefore, when you specify Colonial Sno-White 
that you will get the most highly perfected leather of its kind . . . the 
brightest white you can use. Send for sample swatches of this and more 
than thirty other Colonial colors. Please address your request to Dept. R. 


COLONIAL TANNING COMPANY, 207 SOUTH STREET, BOSTON, MASS. 





1937 
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ac stand on this corner long enough”— 
it’s said about Fifth Avenue and 42nd 
Street, New York—“and everyone you have ever 
known will pass by”. Thousands and thousands 
of men, women and children daily. Some with 
easy, old shoes—others with shiny neat ones. 
But the shoes—new or old—are trim and 
smooth at the quarters when they’re shoes with 
Spaulding Counters. Shoes with Spaulding 
Counters have life-long strength of back-part. 


They have the shape-retaining resiliency of im- 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 








Fifth Avenue & 42nd Street 


ported long-fibre hemp and flax. They fit better, 
too. Because every counter is moulded on a 
steel last which is the exact duplicate of the one 
used in making the shoe. Spaulding Counters 
are the better counters which you should 


demand in all your shoes. 


PAULDINGS 


Counters 


“Made m North Rochester, N. H. 














968—Gun Metal Blucher, Police type, com- 
position sole, rubber heel, grain inner, 
caulk welt, Goodyear Welt. Sizes 5/12, 

MN ED osuasadtsicnetlacuectesoael $2.1 





5 
in stoek 








969—Black Calfskin Blucher, Police type, 
full double linol oak sole, rubber heel, caulk 
welt, grain inner, Goodyear Welt. Sizes 6/12, 
| i ee Sera $3.25 











978—Gun Metal Blucher, Police type, full 
double linol oak sole, rubber heel, wear- 
roof lining, caulk welt, grain inner, Goodyear 

elt. Sizes 5/12, Widths C, D, E....$2.60 












ENDICOTT JOHNSON 
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SERVICE 







TOUGH S]KID-PROOF 
CROSS CORD SOLE 


973—Gun Metal Blucher, cross cord sole heel, caulk 
welt, grain inner, wear-proof lining, Goodyear Welt. 
Sizes 6/12, Widths C, D, E...........05--eeee $2.35 








ENDICOTT, N. Y¥. e 
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in stock 


Widths C, D, E...... cee cee cree cecees 








977—Gun Metal Blucher Oxford, Police type, 
full double linol oak sole, rubber heel, caulk 
welt, grain inner, Goodyear Welt. Sizes of a 





1020—Men’s Box Russia Blucher, Goodyear 
Welt, oak sole, rubber heel, grain inner. Sizes 
5/11, Widths A, B, C, D, E........--- $2.60 





--- in more ways than one?! 


ENDICOTT JOHNSON Service Shoes are built to meet 
the rigid requirements of the service employee . . . the 
policeman, the mailman, the fireman . . . any man who 


works and walks out-doors. 


They’re sturdily made of the finest available materials. 
They’re built over fine-fitting comfort lasts to give real foot- 
ease to men who need it. The fact that thousands of ser- 
vice employees wear Endicott Johnson service shoes and no 
others, helps prove that they give the comfort, the wear, 


the service, that these men naturally expect. 


But that’s not all! Endicott Johnson service shoes are 
backed by the finest service organization in the world . . . 
an organization that maintains a stock department of FIVE 
MILLION PAIRS for your convenience . . 
that is equipped to serve you speedily and profitably 


. an organization 


through 365 days a year! 
Order from the shoes illustrated—or send TODAY for the 


complete catalog of Endicott Johnson Work and Service 


Shoes available for fast delivery from stock. 


ST. LOUIS, MO. 








1027—Box Russia Blucher, Army Pattern, 
full double oak sole, rubber heel, all leather, 
Goodyear Welt. Sizes 5/11, Width E..$2.85 








8077—Chauffeur’s Black Calfskin Blucher, 
double oak sole, rubber heel, all leather, riv- 
eted shank, Goodyear Welt. Sizes 5/11, Widths 
D, E $3.25 








NEW YORK CITY 
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MOTHER WMowsd 


Soh ip 








VO" 
wh 






Mother knows the importance of FLEXIBILITY in her 
own shoes. Foot health and foot comfort depend up- 


on it and she is right in demanding it for her children. 


Selection of proper materials is essential and the 
method of construction must be right. LITTLEWAY 
and UCO LOCKSTITCH shoes provide two sure 
and practical ways of securing the flexibility and 


comfort required by young and active feet. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 





eGR CRN 
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STEP UP SUMMER 
PROFITS WITH 





SELL UP-TO-THE-MINUTE 
SMARTNESS AND TIME-HONORED QUALITY 











Colorful, smart, trim-fitting, and def- 
initely the vogue for the Spring and 
Summer of 1938. Built of superior ma- 
terials, -over special lasts, and in au- 
thentic styles, they are a delight to the 
eyes as well as feet. They come in 
white, navy, rust, cardinal, canary, for- 
est green and brown in attractive com- 
binations. They are priced so moderate- 
ly that you'll find it easy to make extra 
pair sales in various colors and styles. 
And you'll bring goodwill and extra 
profits to your store by selling a product 
that bears such a fine name and such 
a famous trade-mark. Step up summer 
sales with Ball-Band Summerettes. ee 


There are a number of important 
profit-increasing advantages to be 
gained by placing your order prior to 
December 31 this year. Write us — wire 
us—or see our salesman when he calls. 


Mishawaka Rubber & Woolen 
Mfg. Co. 


280 Water St., Mishawaka, Indiana 
















LOOK FOR THE RED BALL 
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PIED PIPER SHOE COMPANY 


Exclusive manufacturers of Feature Juvenile Footwear 


WAUSAU, WISCONSIN 








